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THE BEST VALUE SELLS 


The consumer wants the most for his 
money—in vacations, housewares, wear- 
ing apparel. From insurance he expects 
more value—in protection, security, serv- 
ice. Yesterday a policy would do; today 
it takes a combination of values. North 
America furnishes the combination you 
can sell— Broader policies for the insured; 
Financial strength for dependability; 
Wider service to agents: Progressive out- 


look for a secure market. For your needs, 








under one roof—NortTH AMERICA. 
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Quality service to our policyholders 
Pride in our ever growing field force 


Ideal life insurance plans for today’s market 


THE WESTERN AND SOUTHERN LIPE INSURANCE COMPANY 
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Why does the man who sells Living Insurance speak up? 


It's late at the PTA meeting. Some- 
one is needed to organize next year’s 
program, 

Again and again where good 
neighbors share the load in com- 
Red Cross, PTA, 
Community Chest and many others 


munity projects 


the Man from Equitable is a will- 
ing volunteer, After work, he shows 
the same spirit of service that marks 
his business day, 

As a life underwriter, he spends 
his working hours thinking of others 


— their hopes, their fears, their 
dreams. The Man from Equitable 
shows them how to turn these 
dreams into happy reality — with 
Living Insurance. This is modern 
insurance that stresses benefits for 
the living. Benefits for the policy- 
holder himself while he lives. If he 
dies, benefits for the family that 
lives on after him. 

This concept of Living Insurance 
is dynamic —a real aid that sim- 
plifies the work of the Life Under- 


writer. It is a positive approach to 
selling that can lead to increasing 
sales volume. 

And in making his daily calls the 
Man from Equitable can count on 
a return that is more than money. 
It comes from the knowledge that 
more and more families live without 
fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service 

a reward that makes hard work 
worthwhile. 


tHE EQUITABLE tire assurance society OF THE U. S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y 
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YOU'RE WITH 
NEW ENGLAND MUTUAL? COMPANY 


YES, CHANGED 
NEW ENGLAND LIFE, ITS NAME? 
THAT IS. : 











NO, 
JUST CHANGED 
THE EMPHASIS. 


a 


TO AVOID CONFUSION YES, 
WITH ALL SORTS OF BUT YOU AND MUTUALITY 
OTHER MUTUALS. WERE THE WILL ALWAYS BE 
HOW COME? BESIDES, FIRST IMPORTANT TO US; 
“NEW ENGLAND LIFE” | | MUTUAL LIFE WE'RE SIMPLY 
IS EASIER TO SAY COMPANY. GOING TO GET MORE 


AND TO REMEMBER, *y OUT OF ore 


_F a 

















NEW ENGLAND 
Madial LEE rs” 


FOUNDED muUT LIFE INSURANCE IN AMERICA—1635 
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I's a “FIND? 


And there’s a lot more in it than luck. Em- 
ployers’ four-in-one home protection policy* 
provides all the coverage that previously 
required four separate contracts . . 
it at a saving in premium costs of up to 25%. 


The four-in-one HOMEOWNERS POLICY 
gives you protection against fire damage to 
home or personal property ... theft at home 
or away ...loss from storm, smoke, explo- 
sion, malicious mischief and a long list of 
other hazards ... and Personal Liability in- 
surance up to $10,000 that covers you in 


.and does 


*Homeowners Policy not yet available in every state 
im some states. 


THE Employ 


INSURANCE 


Ash our agent or your broker 


law suits that might arise from injuries or 
property damage at home or away. These 
coverages are basic but can be broadened 
to cover loss of personal property from 
almost any contingency. 

Talk to “The Man With The Plan” — your 
Employers’ agent or your local insurance 
broker. He'll be glad to analyze your par- 
ticular requirements and work out a plan that 
will protect you without overburdening your 
budget. Look for his sign or write us for 
his name. 


A deductible may apply on certain coverages 


ers Group 


( 


COMPANIES 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP LTO 


THE EMPLOYERS FIRE INSURANCE CO 


AMERICAN EMPLOYERS INSURANCE CO 


This advertisement appears in The Saturday Evening Post, October | 
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ON HIS WAY TO SERVE YOU — 
Your nearby Employers’ Group agent 
— The Man With The Plan 


plays this sign. It is the symbol of the 


— dis- 


most expert and helpful insurance ser 


vice you can find. Call him in for 
Fire, Casualty and Marine Insurance, 


as well as Fidelity and Surety Bonds 


THE HALIFAR INSURANCE CO OF MASS 





‘“Unforeseen events .. . need not change and shape the course of man’s affairs” 


Strictly for the birds 


But burglars or robbers are birds you can’t scare easily. 
Not when your home or business is ripe for picking. 
They'll feather their nests with your valuables ...any hour, any day, any night. 
There’s only one sure way to protect yourself against financial loss from burglary and robbery. 
That’s adequate insurance... covering your cash, jewelry, merchandise, 
important records and other valuables. See your Maryland agent or broker today. 
Remember: because your Maryland agent knows his business, 


it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


Burglary Insurance is only one of many forms of Maryland protection for business, industry, and the home. Casualty Insurance, 
Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


Another striking advertisement designed to help Maryland agents and brokers sell more Burglary Insurance 
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This is success... 


This is stability... 


AN ENTHUSIASTIC, head-in-the-clouds 
attitude gives UCLIC the kind of forward 
thinking that is likely to result in forward 
going. 

A feet-on-the-ground stability gives us 
the wisdom to think all around our thinking 


to make sure it is practical and rock-solld. 

This combination has made us grow— 
we're several times as big today as we were 
four years ago. So are men who have joined 
us. Want to be going places instead of just 
going around? Write to: 


Roy A. Foan, Vice President and Director of Agencies 


NION CASUALTY AND 


LIFE INSURANCE COMPANY 


17 East Prospect Avenue * Mount Vernon, New York 


Yours for Life — and Casualty, Too! 
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THE ODDS ARE 16 TO 1! 
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John Hancock announces new 


06 suthag: MOE é oa 
eine lost by fire, /6 are expose d 
yugh the death of the home owner! 


o 


** 


low cost 


mortgage redemption plans 


Today’s greatest hazard of home-ownership is not fire... not storm 
. but the possibility that you, as head of the family, may not live 
to pay off the mortgage! To protect your wife and loved ones—to make 
sure they’ll own their home free and clear no matter what happens to 
you-John Hancock now offers you its Mortgage Redemption Plans 
at new low cost! 
Secret of this John Hancock new low cost is a sweeping simplifica- 
tion and modernization of life insurance procedures ...a program 
designed to bring greater life insurance protection to all. 


po an em an oe ee oe eae 
| MEMO i See your John Hancock Agent now. 
Ask him to show you the NEW LOW 

| COSTS now available through John 

Hancock. See the economies that make 
it easier the life insurance 
you've always needed... and wanted! 





| 
| This John Hancock message 
| appears in TIME - NEWSWEEK | 


to have 


it’s today’s guarantee that your 
family will not lose its home by 
foreclosure. 

If you live to pay off the mortgage, 
your John Hancock policy gives you 
many attractive features, including 
the Retirement Income you’ve 
always hoped to have. 


bo Mancock, 


LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
DEDICATED TO THE INDEPENDENCI 
AND FREEDOM OF EVERY AMERICAN FAMILY 
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Harry Hazard says... 


These 

Tested Sales Aids 
open the door 

0 more sales 





Newark 1, New Jersey 


THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. 
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American Agents use field-proven sales aids 
not only to line up new prospects but to 
develop additional premium income 


from clients they have already sold! 


The famous “Illustrated Letter” series, 

for example, effectively helps pre-sell a 
prospect before you call. These letters 
dramatize the danger of inadequate insurance 
coverage-—and give a prospect logical and 
urgent reasons why he should have 

complete protection now. When you call, the 
prospect is prepared to listen... and to buy 


The American Family Protection Plan. 


Mail the coupon below 
for free details on 
the volume-building American 


Family Protection Plan. 


THE AMERICAN INSURANCE CROUP Public Relations Dept. G-10 
15 Washington Street, Newark 1, N. J 


Send me free information on stepping-up my sales volume 
with the profitable American Family Protection Plan, 


Name 
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SURE AM 6LAD OUR DADDY BUYS HIS 
INSURANCE FROM A LOCAL AGENT 


HE TAKES SUCH A PERSONAL 











It’s mighty satisfying to buy your insurance from a man who takes a personal 
interest in you, your family, and your business. Right there is a powerful 
reason for buying from a local agent. He is your friend and neighbor. He 
thinks in terms of your interests. You can depend on him to keep your in- 
surance up-to-date—to bring you the benefits of rate reductions or better 


protection tO give you prompt assistance in event of loss. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY «© THE WORLD FIRE AND MARINE INSURANCE CO 


THE CENTURY INDEMNITY COMPANY STANDARD INSURANCE CO. OF N.Y 


HARTFORD, CONNECTICUT 


This advertisement alse appears —in color — in TIME, NEWSWEEK, TOWN 
JOURNAL, NATION'S BUSINESS Clinton L. Allen, President 


INTEREST 


No Policyholder Has 
Ever Suffered Loss... 


Since the founding of the Aetna 
in 1819, companies comprising 
the Aetna Insurance Group have 
paid a total of more than 
$1,000,000,000 in settlement of 
claims resulting from fire, auto 
mobile accidents, hurricanes 
theft and other calamities 
Through wars, conflagrations and 
depressions, no policyholder has 
ever suffered loss because of fail 
ure of an Aetna Company to 


meet its obligations 


THINK FIRST OF THE AETNA 
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TeTTNLO 


to a new president 


To: George Neitlich, c.1 
From: Metropolitan Life Insurance Company 


Subject: Heartiest Congratulations 


AY we express the pleasure and pride we take in the news 
M that you have been elected President for 1955-1956 of the 
American Society of Chartered Life Underwriters. 

In the nearly 29 years of our association, you have time and 
again proved the qualities of competence and responsibility that 
have brought you to the leadership of this national and notable 


body of professional life insurance men and women whom we 
know as C.L.U.’s. 


It is our earnest belief that your tenure in office will be 
marked by achievement that will bring added distinction to 


this fine Society of which you have now become the head. 


Again, our heartiest congratulations to you, and to your fellow 
C.L.U.’s who have thus honored you. 


COPYRIGHT tens METROPOLITAN LIFE INSUBANCE COMPANY 


Metropolitan Life Insurance Company 
(A MUTUAL COMPANY) 
1 Manion Avenve, New Yorx 10, N.Y 
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. This alone.... 


No one knows better than we do that “know-how” comes from doing 
things . . . from learning a little more from each job done . . . from being 
willing to look into new opportunities for additional service. 

In the same forward-looking spirit that has always been characteristic 
of Chubb & Son Companies, we are carrying on the tradition of 
service and enterprise that has been responsible for our continued 


growth and our ability to serve the Leaders of American Industry. 
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We Must Return to the Classroom 


¢ his first sermon as minister of the Unitarian 
Church of All Souls in New York, the Rev 
Walter Donald Kring expounded on a theme 
which THE SPECTATOR believes merits wide 
spread consideration. Mr. Kring decried the 
current and increasing tendency of Americans 
to shirk responsibility and to seek some expert 
to solve the ordinary problems of life. “The 
specialist is doing the thinking and the leading 
for too many Christians,” said Mr. Kring. “This 
attitude narrows the province of religion and 
moral concepts and is no doubt a basic reason 
for the world’s predicament.” Our interpretation 
of the preacher’s conclusion is that this unwill- 
ingness of the individual to accept his obliga- 
tion as a member of society places the whole 
world in jeopardy. The greatest periods in his- 
tory, Mr. Kring counselled, were those when 
men dared to experiment for the benefit of the 
people. 

THE SPECTATOR believes that this admonition 
goes to the heart of the problem inherent in 
juvenile delinquency. In America throughout 
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its early years and up to the present era, educa 
tion was every man’s job. The little red school 
house was under the immediate direction of the 
every day average American, some formally 
educated, some not, but most all with common 
sense, 

This no longer holds true. The elected local 
school trustees and education board members 
now defer to hired hands who are accepted as 
specialists though apparently with no broad 
knowledge of life nor well defined views on the 
inter-relationship of culture and morals to the 
integrity of the family and to its material pros- 
perity. Neither do those experts seem to appre- 
ciate the force their syllabus has on the moral 
growth of the nation and so on the peace of the 
world. The several state education boards are in 
constant conflict with the local school officials but 
step by step impose programs devised by special- 
ists who have substituted theory and mass edu 
cation objectives for the norms and principles 
which in the past guided the young to a realiza 

Continued on page 76 
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for your intormation 


selected news items from industry and business of importance fer 








By RAY M. STROUPE, Washington Bureau 


AWAITING CONGRESSIONAL STUDY is a military medical care bill containing 
4 contributory health insurance plan for dependents. The De- 
fense Dept. figures the plan would cost the government more 
than $70 million. Maximum contribution by any serviceman would 
be $3 per month. 








ANNUAL LONG-TERM CAPITAL NEEDS of business, the Machinery and Allied 
Products Institute estimates, are $35 billion to $40 billion. 
This amount is required, calculates MAPI, to absorb labor 
force growth, offset used-up assets, and provide for normal 
growth in investment per worker. 











FEDERAL HOUSING ADMINISTRATOR ALBERT COLE has commended the life insur- 
ance business for its action immediately following the flood 
disasters in August. He acclaimed the expansion of lending 
activities of the Voluntary Home Mortgage Credit Program to 
include disaster areas. 











WHITE HOUSE SUPPORT IS PROMISED for the national safe driving campaign 
this fall. It will begin Nov. 20 and extend through Dec. l, 
"Safe Driving Day." President Eisenhower is pleased with word 
from his traffic safety committee that progress is being made 
in protecting motor travelers. 








GENERAL LIFE INSURANCE AGENTS are made reSponsible by Internal Revenue 
Service for reporting commissions paid to soliciting agents 
whom they have under contract. Commissions of $600 or more 
earned annually by the solicitors, even if they are full-time 
life agents, must be reported by general agents. 











VALUE OF CASH DIVIDEND PAYMENTS reported by corporations in the opening 
half of 1955 was more than $4.6 billion, for an 8 pct gain 
over the same period last year. Manufacturers boosted payments 
nearly $170 million, with transportation equipment firms re- 
cording the sharpest increase. 











ACTUAL COVERAGE WILL BE HANDLED by insurance firms if the government 
decides to underwrite some of the risks expected in private 
atomic energy production. An Atomic Energy Commission spokes- 
man has assured the Federation of Insurance Counsel that no 
federal insurance program is contemplated. 











RENEWAL RATES HAVE BEEN NAMED by U. S. Maritime Administration for war 
risk insurance contracts held with private ship operators. 
Holders may extend contracts for two more years by payment of 
$50 for hull insurance, $12.50 for war risk protection and in- 
demnity, and $37.50 for insurance of crewmen. 
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Cautious Optimism on 
Balance of 1955 


Blending caution with their op- 
timism, government and industry 
business 


leaders foresee general 


conditions holding to at least as 
satisfactory a course in the re- 
mainder of the year as was fol- 
lowed in the first six months. 
Current 


forecasts contain a 


guarded note of warning that it 
may be safer not to try to expand 
too far too fast this fall. One im- 
portant Washington official, Com- 
merce Secretary Weeks, applauds 
the economic buildup while ad- 
vising businessmen to watch their 
inventories and keep their credit 
sound, 

Results of a survey of 131 man- 
ufacturers by the National! Indus- 
trial Conference Board point up 
the fact that a number of com- 
panies are preparing for a slight 
easing in orders and production 
rates during the present period. 

About 40 pet expect new orders 
to exceed the levels of the first 
half of the year, but 
many firms 
will drop. 


nearly as 
believe new orders 
Half the companies an- 
ticipate a higher output rate in 
this half-year, one-fourth visual- 
ize a decline, and the remainder 
predict no change. 

More than half the companies 
foresee a rise in capital expendi- 
tures, and 50 pet 


expect higher 


before-tax profits. 


Several Gov't Flood 
Insurance Plans Suggested 


Fast developing is a campaign 
to force a congressional decision 
early next year on the question 
of federal flood 


damage insur- 


ance. 


October 1955 


NMOVERNMENT officials are 
J at a loss to 


the sustained demand for life 


understand 


insurance during periods of in 


flation or threat of inflation 
the consumer’s dollar has re 


mained practically constant 
since June of 1953, there has 
threat of 


throughout that period 


inflation 
Never 


been a 


theless, 


have kept on mounting. It is 
insurance sold greatly exceeds 
that normally 


family protection. 





While the purchasing power of 


sales of life insurance 
realized that the amount of life 


purchased for 


by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


In that connection some con 
cern is expressed that general 
sale of variable annuities will 
yreatly increase the number of 
persons having a vested inter- 
est in inflation. The Securities 
and Exchange Commission has 
consideration the ques 


whether the 


under 
tion of company 


issuing variable annuities 
should 


vestment company act of 1940 


register under the in 


or whether such annuities 
should be handled 


securities act of 1953 


under the 
Another 
step toward federal regulation 


of insurance may be taken. 





Pressure for government back- 
ing of flood damage policies is to 
come from within Congress itself 
and from outside 
Dodd, D., 


who began to sound out his col- 


forces tep 
Conn., is one legislator 


leagues concerning insurance 
after the 


states suffered severe losses from 


shortly northeastern 


summer floods. 
If Mr. Dodd offers a bill calling 


for a program of joint federal- 
private coverage, it may have to 
compete with a broader-scale mea- 
sure favored by Sen. Lehman, D., 
N. Y. The latter indicates he will 
introduce a bill proposing federal 


insurance against such disasters 


as floods, droughts, and atomic 
bombing. 
Administra 


Federal Housing 


tion also is much interested in 
developing some form of flood pro 
tection that 


activity. An 


involve gov- 
FHA com 
mittee now at work may suggest 


would 
ernment 
federal reinsurance of private 
policies to limit the claim liability 
of the insurance industry. How- 


ever, this is only one possible 


course of action the committee 


may advocate, 


Overseas Investments 
Show Increased Returns 


Returns from capital placed 


15 





for your information 


overseas are growing more profit- 
able for American 
vestors. 


private in- 


Last year, these earnings were 
at a peak level of $2.5 billion, 
topping those in 1953 by $145 
million. Direct investment ac- 
counted for the biggest portion of 
the earnings, $2.3 billion. Port- 
folio investment in foreign securi- 
ties and credits climbed to $230 
million, for a $13 million increase. 

Petroleum company earnings 
amounted to about $960 million, 
compared with $952 million in 
1953. Approximately 40 pet of the 
1954 returns Latin 
America and about the same per- 
centage from the Middle East. 

Manufacturing firms 


came from 


earned 
nearly $700 million, registering a 
gain of $22 million over the 1953 
net. Returns from Canadian man- 
ufacturing declined by $50 mil- 
lion to the $250 million mark, but 
those from European enterprise 
were up by about the same amount 
to $240 million. 

Mining companies earned about 
$200 million, exceeding 19538 fig- 
ures as both metals prices and 
sales advanced. 


Health Reinsurance 
Being Reconsidered 


Revisions in the health reinsur- 
ance plan proposed by the Kisen- 
hower Administration may result 
from a thorough review now in 
progress at the U. S. Health, Edu- 
cation, and Welfare Dept. 

Health Secretary Folsom, who 
is directing the reconsideration of 
the proposal, intends to learn 
whether issues raised during con- 
gressional hearings on govern- 
ment reinsurance indicate the 
need for changes. He doesn’t 
promise amendments, but he is 
curious about the cold reception 
Congress gave the program in 
1954 and this year. 

The plan calls for the govern- 
ment to underwrite extra risks to 
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encourage private health insur- 
ance firms to offer broader bene- 
fits and coverage to policyholders. 
Special emphasis was placed on 
this plan, as part of the Adminis- 
tration health program, by the 
former Health Secretary, Mrs. 
Hobby. 

Decision on the future of the 
proposal is to be made in time for 
Secretary Folsom to offer recom- 
mendations to Eisen- 
hower for inclusion in the next 


President 


State of the Union message. 


“Workable” Life Tax 
Bill Promised 


Assurance is given to the life 
insurance industry by the Senate 
Finance committee that the com- 
mittee plans to write a workable 





CONSTRUCTION 
CONTRACTS AWARDED 
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insurance tax bill in time for en- 
actment before next March 15. 

Sen. Byrd, D., Va., advises that 
the committee, of which he is 
chairman, does not intend for 
companies to compute their 1955 
tax on the basis of the 1942 for- 
mula. His group will tackle the 
life insurance taxation problem in 
January. 

Referring to unpaid estimated 
income tax, Internal Revenue 
Commissioner Andrews says no 


interest is imposed on such a tax 
whether or not the time for pay- 
ment is extended. He made this 
comment in extending to March 
15 the time in which life com- 
panies may declare and pay their 
estimated tax. 

If any interest is involved in 
these extensions, Sen. Byrd tells 
the Treasury Dept., it could be 
removed by the bill which the 
committee will prepare. 


Hearings Planned 
For Tax Corrections 


Capitol Hill hearings beginning 
Oct. 4 will give businessmen an 
opportunity to be heard on tech- 
nical and administrative correc- 
tions to the federal excise tax 
laws. 

Initially, the 
mittee of the House Ways and 


Forand subcom- 


Means committee will deal with 
retail excise levies. Problems con- 
nected with transportation and 


manufacturers’ excises will be 
covered later. No pleas for reduc- 
tions in the rates will be permit- 
ted, however. 
Testimony will be 


problems such as those arising 


taken on 


from present methods of publish- 
ing tax rulings, refund require- 
ments, the current system for re- 
viewing rulings, and timing of va- 
rious excise collections. 

Business representatives may 
testify on excises by category and 
on individua] levies. The subcom- 
conclude its 


mittee intends to 


hearings in two weeks. 


MA Plans to Insure 
Ship Construction 


Coastwise and 
steamship companies are becom- 
ing increasingly interested in the 
Maritime Administration offer of 
mortgage insurance to help pay 
for ship construction. 

The agency is considering an 
application from the American- 
Hawaiian Steamship Co. for mort- 
gage insurance to aid in the build- 
ing of 10 trailerships at a total 
cost of about $115 million. De- 
signed to carry 570 loaded truck 
trailers each, these vessels would 
run between New York and sev- 


intercoastal 
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eral Pacific 
Already 


are the requests of 


Coast ports. 

ipproved in principle 
three firms 
which intend to build five trailer- 
ships at an approximate cost of 


$23.5 million. Alaska Trainships, 
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Inc., of Seattle, and TMT Trailer 
Ferry, Inc., 
100° pet 


ance on up to &87'% 


of Miami, applied for 
federal mortgage insu} 
pet of the cost 
of their vessels. 

Transportation Utilities, Ine., 
New York, requested 90 pet in 
surance of 75 pet of the cost of 
its two ships. 


New Securities 
Total $2.5 Billion 


Cash sale offerings of ne 


porate securities remained at 
high rate during the second quat 
ter of this vear, amounting to $2.5 
billion. 

It was the fifth consecutive 
quarter in which new issues have 
had a total value of $2.5 billion 
or more. April-June offerings in- 
cluded $56] 


stock, $206 million in 


million in common 
preferred 
stock, and more than $1.7 billion 
in bonds and notes 
Manufacturing companies’ is 
sues agyregated $786 million 
while electric, gas, and water com 
panies put up $747 million worth 
for sale. Finance and real estate 
firms (excluding investment com- 
panies) accounted for 16 pet of 
the total, or $383 million; mining, 
railroad, and communications, 
$366 million; and transportation 
other than railroad, $98 million 
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New money purposes vere 
pected to absorb $1.9 billion 
the $2.5 billion total, with 
billion tagged for plant and equip 
ment investment and $600 million 
for additional working capital 
More than $300 million was to be 
ised to refinance outstanding se 

irities and $200 million for othe 


such as bank loan re 


Gov't Does Not Collect 
On Vet's Polio Policy 


Controversy ovel vernment 


claims against health tnsurance 
policies may eventually reach the 
| Ss. Supreme Court 

In a recent action, a federal di 
trict court decided that the gov 
ernment cannot collect on policie 
held by former servicemen treated 
at Veterans Administration hos 
pital The government, which 
failed in an attempt to have the 
decision reversed, is expected to 
appeal the case to the Eighth Ci 
cult Court of Appeal 

rhe suit 


vho he ld a polio Insurance polices 


concern a“ veteral 


private Insurer and wa 


rv polio at the VA hospi 

oln, Neb. When admitted 
igned to the government hi 
against the insurance com 
pany 


Controversial point Wa the pol 

provision that the compan 
would indemnify the policyholde 
for personal expenses incurred in 
hi medical treatment In the 
opinion of the court, the veteran 
had had no personal expenses and 
? 


therefore the company wa no 


required to pay 


Another Flood—from 


Rising Business Totals 
Nearly all 


hared in the upswing 


egments of the U.S 
economy 
as the gro national product hit 
a new record annual rate of $385 
billion during the April-June 
quarter 

This rate, as 


U. S. Commerce Dept., is $10 bil 


reckoned by the 


lion higher than that in the first 
quarter this year and $27 billion 
abo f that for the Lec 


of 1954. It is 


nd quarter 


also $16 billion more 


the previous peak reached 

in the spring of 1953 
Fixed private domestic invest 
ment rose by an annual rate of 
$3 billion from the first to the 
second quarter. Business itlays 
for plant and equipment » the 
major factor in the rise as all in 
expendi 


dustry groups increased 


tures 
Manufacturing and trade inve 
tories climbed at an annual rate 
of $4 billion in the second quat 
ter. Personal consumption spend 
ing rose by $5 billion to an an 
nual rate of $250.5 billion Per 
onal income, up by $7 billion, was 
at an annual rate of $300.5 bil 


lion 


Disability Freeze 
Thaws Some S.S. Benefits 


Initial slight increases in fed 
eral social security benefits pay 
able under the new disability 
freeze provision in the social se 
curity law went to more than 15, 
000 retired persons in August 
accord 
Admin 
tration, averaged $11 per check 


Highet 


man dj abled worker 


WORKING CAPITAL 


OF U.S. CORPORATIONS 


95.8 78.1 


The additional amount 


ny to the Social Securit 


penefit will 
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yet retired, as a re 
clusion of the freeze la 
the law 
This provision 
protect the worke 


( omplete ly unable te 


montn more and 
ability 


definitels 





for your information 


Of ial se- 


of the date 


government to have his 
curity record frozen a 
his disability began. 

When benefits are figured for 
him at retirement ave, or for his 
survivors, the period when he was 
unable to work will not be counted 
against the amount of benefits to 
be paid 


Changes Applied on 
FHA Insured Plans 


Regulations to conform with 


changes in Federal 


Administration 


prescribed 


Housing insur- 
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ance programs have been issued 
by FHA. 

One amendment made by Con- 
gress this year raises the former 
$5-million limit on mortyayes in 
sured by the agency to $12.5 mil- 
lion. This new maximum applies 
to all multifamily projects, includ- 
ing cooperative, urban renewal, 
and military housing. 

New terms basing certain FHA 
multifamily mortgage amounts on 
estimated replacement cost are ex- 


pected to make financing easier 


to get for urban renewal and co- 
operatively-owned projects 

In part, the recently-issued reg- 
ulations also 

1. Reduce from 12 to eight the 
minimum number of family units 
in a multifamily project eligible 
for FHA mortgage insurance 


2. Permit cooperative housing 


groups to finance the buying of 


existing public housing with 
FHA-insured loans. 

4. Lift the limits to any one 
borrower on the number of com- 


mitments outstanding for FHA 


mortgage insurance on multifam- 


ily projects. 


Labor Force Will Be 80 
Million by 1965 


Commercial and industrial com- 
panies can look forward to a total 
American labor force of 80 mil 
lion persons by 1965 

Government estimates place the 
number of persons over 13 years 
old who are now working, unem- 
ployed and seeking work, or in 
military service at 70 million. 
Federal Reserve Board economists 
expect 1.2 million persons to be 
added to the labor force each year 
during 1960-65, compared with an 
average gain of 750,000 annually 
in the past five years. 

As the pool of available labor 
expands, the problem of locating 
jobs for most of the increase will 
be intensified. The labor force of 
the future may contain a higher 
percentage of women, but a lower 
percentage of elderly persons and 
teenayers actually 
present trends continue. 

Worker 


economists, has been growing at a 


productivity, say. the 


faster-than-normal rate for the 


last two years, though the rate 
little in 
Until about two years 


has slowed a recent 
months. 
ago, the average productivity rise 
after World War IT was 4 pet an 


nually, 


Radio, TV Sets 
Still Increasing 


Radio and 
output in the first six months of 


television receiver 


this year far surpassed produc 
tion achievements in the corre 
sponding months of 1954, 
Television receiver completions 
in the January-June period were 


working, if 


more than 34 pct greater than 
those in the opening half of last 
year, the Radio-Electronics-Tele- 
vision Manufacturers Assn. com- 
ments. Radio production was over 
44 pet higher in the recent period. 

In the first half of 1955, manu- 
facturers turned out 3.8 million 
TV sets, as opposed to 2.8 million 
in comparable months of 1954. 
Production of more than 7 million 
radio sets was well above the 4.8 
million completed in 1954. 


Miners Warned to 
Follow Safety Measures 


Coal mine operators and em- 
ployees are told by the U. 8. Bu- 
Mines that the 
death toll from electrical and me- 


reau of rising 
chanical mishaps is an indication 
of carelessness 

Director J. J. 


has appealed to the coal-produc- 


Bureau Forbes 
ing industry to make better use 
of measures for safeguarding 
workers’ lives. More alertness is 
needed, he said, to eliminate un- 
guarded trolley wires and exposed 
wiring at pumps, on mining ma- 
chinery, and in surface plants. 
Death toll from electrical shock 
in the first seven months this year 
was 15, of which 12 were under- 


ground and three were on the sur- 


FINANCIAL POSITION OF 
U.S. FARMERS 
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face. In the corresponding months 
last year there were eight deaths 
from electrocution, six of them 
underground 

accidents took 19 


lives in the first seven months of 


Machinery 


1955, compared with 13 in the 
same months last year. 
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Historic Independence Hall rises behind two of the marquees set up on the Mall for North 
Americas incheon for President Eisenhower and the Americon Bar Ass'n This veritable 
tent city to seat 3,500 quests was erected in five days of round-the-clock activit 


ee 


John A. Diemand, president of North 
America Cos., accompanies the Pres 
dent as he leaves the Mal! after lunch 


Below right is the head table ready for tke and othe 


public figures including Chief Justice Earl Warren and 
Associate Justices Clark, Harlan and Reed Ps a or e 


Security measures were enforced by 24 Pinkertor 


employed by North America. Even U. S. Attorney 
eral Herbert Brownell (below) was admitted only 
he showed his ticket 


“* 


AVE 


Honoring the American Bar Association, the Insurance Con 
pany of North America served a full chicken salad luncheon 
August 24 for President Dwight Eisenhower, and other lead 
ers on Independence Mall in Philadelphia in five main marquee 
overing 40,000 square feet of the new Mall 
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Multiple 


By DONALD W. STULL 
Executive Secretary 
Insurance Federation of Ohio 


HIO’S 101st General Assem- 
bly, which adjourned July 13, will 
xo down in insurance history as the 
levislature which passed the multi 
ple line law. 

But there were 41 other pieces of 
legislation directly affecting insur- 
ance which were tossed into the 
hopper during the six-month ses- 
sion, and eleven of these were en- 
acted into laws which impose new 
restrictions and regulations on the 
industry. 


Multiple Line Proposal 


The multiple line proposal (House 
Bill 218) attracted the most atten- 
tion and stirred the most interest 
in insurance circles, however, for it 
marked the end of a 10-year strug- 
gie and placed Ohio companies on 
an even footing competitive-wise in 
the other 47 states. 

For Ohio was the last of the 48 
states to grant multiple powers to 
its companies and agents, and as 


20 


ine Laws 


long as multiple line was prohibited 
at home, Ohio companies couldn't 
write it in any of the other states 
or territories, 

Four times previously, propo- 
nents of multiple line had gone be- 
fore the biennial 
Ohio’s legislature seeking multiple 


powers, They got the bill approved 


gatherings of 


in the House of Representatives on 
one occasion and through the Sen- 
ate on another. But a small handful 
of companies, interested primarily 
in doing business within Ohio’s own 
borders, managed to keep the legis- 
lation bottled up in committee for 
four straight sessions. 

Tired of repeated failures, offi- 
cials of Ohio’s 60 fire and casualty 
companies (stock and mutuals) got 
together about a year before the 
session’s start, and began to lay 
plans for a winning effort in behalf 
of multiple line in the 1955 session. 

Out of these gatherings came 
two separate organizations, with 
liaison arrangements, which spear- 
headed the drive for multiple pow- 
ers: They were: 

The Stock Companies — Agents 


Insurance Conference Committee, 


stock 
companies and agents in the state, 
headed by C. D. McVay, president 
of Ohio Farmers Insurance Co., and 
the Ohio Mutual Committee for In- 


composed of 21 


an organization of teading 


surance Progress, 
Ohio mutual companies and chair- 
maned by L. G. Purmort, president 
of Central Mutual Insurance Co. 

These two groups launched edu- 
cational and promotional campaigns 
in behalf of multiple line, taking 
their story directly to the people, 
the agents and the legislators via 
pamphlets and publicity and per- 
sonal contacts. And multiple line 
became the most talked about piece 
of insurance legislation ever to hit 
the Ohio legislative halls. 

Legislators were contacted far in 
advance of the session by company 
and agent representatives who un- 
derstood the problem and explained 
it in detail to the lawmakers. The 
result: 


The multiple line bill 
through the House by a vote of 124 
to 4 and through the Senate, 26 to 3. 


sailed 
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Investment Rules Changed 


The second article in THE SPECTATOR'S new series on recent state 


legislation presents Ohio and its 1955 decisions on multiple line un- 


derwriting, workmen's compensation and companies’ investments. 


The new law permits one com- 
pany to write both fire and casualty 
insurance, of course, and in a single 
policy, but it also draws up some 
new regulations dealing with ayent 
licensing laws. 

Agents must now be licensed for 
both fire and casualty insurance to 
write multiple line. There was an 
exemption written in, however, to 
take care of older agents who might 
want to continue writing only cas 
ualty, for example, even though 
their company was going multipl 
line. 


Regulations for Agents 


This stipulated that agents’ li 
censes could be renewed (annually) 
to permit them to write the same 
kind of business they were writing 
as of July 1, 1945. In other words, 
an agent in business at least 10 
years could continue writing only 
fire or only casualty coverages even 
though his company had become a 
multiple line company. All other 
agents representing multiple line 
companies must be licensed both 
ways, however. 

The multiple line measure also 
granted rule-making powers to the 
superintendent of 
dealing with matters pertaining to 
the licensing of agents under the 
new law 

Another 
Ohio’s multiple line law: 


important 
there were 
no financial requirements as re 
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insurance for 


feature of 


] 


rards policyholders’ surplus written 
into the although oppo 
nents made a last-ditch effort to set 


this at $1,000,000 in the hope of 


tatute, 


f ] 


support OT mallet 
for the bill 


alienating the 
companies 
line law bee 

1955, and State 
Superintendent of Insurance Au 


t Pryatel said at least 200 do 


The n iltiple 


effective Sept. 5, 


mestic and foreign companies had 


ompleted steps tart writing 
multiple line a f at date, Some 
y) othe 


ompanie expected to 


(| ialify 


later on 
The following rating organiza 
tions and firms have filed home 
policie with the 
Multiple Peril 
Organization 


owners-ty pe 
Ohio department 
Insurance Rating 


MPIRO 
Rating 


Transportation Insut 
(TIRB); the 
, and the 


ance Joard 
North America companie 
Interbureau Insurance Advisory 


group 


Waiting Period 


Mr Prvatel said it 
would be 15 days or a month afte 
the effective date of the legisla 


probably 


tion before these policies could 
be approved and companies and 
agents actually could start writ- 
ing multiple line packages in Ohio. 
Domestic companies are free to go 
ahead in other states in the mean- 
time, however 

The multiple line bill probably 
came as close to having the uni 


al support of the industry as 

other insurance measure in 
the 101st General Assembly sut 
there Was at least one other piece 
of legislation—competitive work 
men’s compensation—with nearly 
as much backing and it never got 


of committee 


Workmen's Bill 
The competitive workmen's com 
House Bill 270 
vhich would have permitted pri 


pensation bill 
vate Insurance companies to write 
workmen’s compensation in com 
with Ohio’s 40-year-old 
tate monopoly fund—was the No 


petition 


| legislative project of the Ohio 
Association of Insurance Agents 
and had the blessing of all domes 
tic companies. Large segments of 
organized labor and management 
groups opposed the bill as did 
Ohio’s veteran five-term governor, 
Frank J. Lausche. 

The competitive workmen's com 
pensation bill was snuffed out in 
the House 
by a vote of 8 to 5, but already 


Insurance Committees 
there are rumblings in the Buck 


eye state indicating an educa 
tional and promotional campaign 
similar to that which put over 
multiple line may be attempted in 
behalf of competitive workmen's 
compensation legislation in the 
next session, convening in Janu 
ary of 1957 

Another went 


proposal which 


Continued on page 86 
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A Factual Approach to Insurance Marketing 


Part |V—Decisions on Where 


By FRANK LANG 


Frank Lang and Associates 


Exhibit | 


Percentage Increase in U. S. Population by Regions 1953 over 1943 
(Figures in Table | on page 56) 


- —— 
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Exhibit II 


Per Capita income Expressed as a Percentage of National Income 
Analysis by Regions for Selected Years 


(Figures in Table 2 on page 56) 
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S it increasingly more difficult 
for your company or agency co 
obtain good volume of quality 
business’? Are you finding that mere 
appointment of as many agents as 
possible is not accomplishing the 
job? Have your old sales “pow 
wows” lost their effectiveness? If 
your answer is “yes” to any of 
these, perhaps you would be well 
advised to consider an entirely new 
and more modern approach to your 
sales program. 

Insurance management, once it 
has decided to launch a certain line 
and has drawn up the necessary 
policy forms, is confronted with the 
problem of where that line should 
be sold. The old approach of ap- 
pointing as many agents as pos- 
sible and hoping that they would 
bring in a large volume of de 
sirable business is proving too 
costly and relatively ineffective un 
der today’s competitive position 
The “yip-yip-hurrah” sales drive 
of yesterday, accented by pep talks 
and “president’s drives,” is in- 
creasingly giving way to planned 
studies of sales potentials and co- 
ordinated merchandising programs. 

Merchandising of insurance to 
day can well be considered a prob 
lem in tactics. Those companies 
which have successfully employed 
the right tactics have consistently 
been more successful than those 
who operated “by guess and by 
gosh.” 


How Can You Get Ready? 


What can your company or 
agency do to get in shape for the 
really competitive conditions which 
lie ahead? In a rising economy as 
we experienced during the past dec- 
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~ to Sell” 


ade, when average premiums are 
going up, it Is easy to show a pre- 
mium growth. Under such circum 
stances almost any 
agency should do seemingly well. 
However, when the 
downward the price of profitable 


cycle starts 


sales success is organized planning 
and research. If you thought the 
last year was rough-going you will 
be in for many unpleasant sur- 
prises. 

To overhaul your sales program 
and put it on a truly “planned” 
basis is a very complex job requir- 
ing specialized training, hard work 
and cooperation by everybody in 
your entire organization who is in- 
volved in getting the policy from 
the actuary’s desk to the final cus 
tomer. You will have to break com- 
fortable 
grams will have to be re 


habits; established pro 
evaluated 
and perhaps thrown out; new tech 
niques will have to be learned; spe- 
cialists may have to be employed; 
administrative procedures may 
have to undergo a_ revolution; 
money will have to be spent and 
definite calculated risks taken. Some 
companies with better than aver- 
age foresight and resources have 
anticipated these needs through use 
of objected market planning and 
set-up of integrated merchandising 
programs. Most insurance com 


panies and agencies, however, are 


currently starting from “scratch,” 
and for this reason will have to 
move further and faster if they 


want to catch up 


Your Market is Moving Away 


It is surprising that there are 
still agency people who think of 
their markets in terms of the num 
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potential for 


month. 





Where are the markets with the greatest 
your insurance 
Where can you find new and profitable busi- 
ness, and what steps must you take to find 
it? This fourth chapter of Dr. Lang’s study 
of marketing research in insurance will be 
printed in two installments with the second 


section to appear in THE SPECTATOR next 


company ? 
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ber of agents or accounts which 
they supposedly have on the books 
An appointment of an agent does 
not mean that a town is covered 
The policyholder on your agency 
books does not mean that he will 
continue to be one or that he will 
buy all of his insurance from you 
in 1930 there were 114% million 
children under five years of age. 
Last year there were approximately 
19 million—an increase of 61 per 
cent. An illustration of how much 
the population shifted between re 
gions during the last ten years 
alone is shown in Exhibit |. The 
East South Central region, for ex 
ample, showed an increase of only 
5.8 per cent over the 10-year period 
of 1943-1953, while the Pacific re- 
gion increased 38 per cent 

These changes have a definite ef 
fect upon the buying ability of vari 
Exhibit Il shows per 


capita income expressed as percent 


ous region 


age of total national income. The 
New England region, for example, 
showed a decline from 126 per cent 
in 1940 to 107 per cent in 1953, 
while the Northwest showed an in 
crease from 79 per cent to 90 per 
cent during the same period 

At the current rate, about 344 
million citizens get married every 

ar, set up housekeeping and their 
insurance requirements change; an 
other *4 of a million get divorced 
and thereby change their insurance 
needs too; 31 million people move 
their 
more than likely change the place 


residence every year and 


Frank Lang & Associates, | N. LaSalle St., Chicago, Ill. 


where they buy insurance. Nearly 
100,000 new firms are started every 
year with new insurance needs; 
300,000 concerns are discontinued 
for some reason. New products and 
produces are being designed, new 
raw materials are introduced, all of 
which create new hazards which re 
quire protection. The development 
of atomic energy, for example, and 
its industrial application can be ex 
pected to have a great effect upon 
insurance, Does your company or 
shift? 

To keep on top of this flow you 


agency keep up with thi 


will want to set up a continuous 
analysis of your market, its extent, 
quality, nature and probable future 
needs basic information needed 
for an organized sales program 
Upon this information a modern 
merchandising approach can be 
tailor-made which will most effee- 


tively serve this market 


What is a Market Potential? 

The study of a market potential 
is not simple. It cannot be solved 
over a rainy week-end when the golf 
course | loshy. It is a most com 
plex and continuing problem which 
needs the combination of a sophis 
ticated brain trained in marketing 
techniques with a practical under 
tanding of insurance distribution 
“potential” i fre 
different 


product or company 


The term 
quently interpreted in 
ways Each 
may prefer to use a definition to 
particular needs, Let me 


Continued on page 56 
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Premiums 
of Member 


Companies 


Recent addition of 21 companies as members and four as sub- 
scribers enlarges NAI| membership and subscribership totals. Chart 
shows growth in premiums of member firms through 1954. 























For the tenth anniversary of the National 


Association of Independent Insurers, we 


review the record of the NAII which was 


established to insure freedom of action. 


‘Standby Firemen for the 


Kk are engaged in combat- 


ting persistent attempts to impose 
regimentation and perfectly or- 
dered statistics and equations on 
a dynamic business that should 
never be pinioned by the deaden 
ing cipher. Our aim is to help 
create an environment that is not 
only invigorating to our members 
but congenial to state supervision 
as well. 

That's the way the National As- 
sociation of Independent Insurers 
describes itself in a new brochure, 
issued this year to sum up NAII’s 
first decade. 


24 


As you can surely recall, 1945 
was the year the insurance indus 
try was rising to the challenge of 
Public Law 15. NAII’s booklet de 
scribes the scene vividly: 


Like a Bucket Brigade 


nature of a 
Following the 


“It was in the 
bucket brigade. 
pivotal 8.E.U.A. 
regulatory 


decision, insur- 
ance legislation was 
being shaped up that alarmed in- 
dependent insurance company of- 
ficers. It looked like a bonfire to 
them. They feared that the poli- 





ad 


Below, leaders for the NAII are General Manager Vestal Lemmon 
(left) and President L. H. Grinstead, president of Beacon Mutual 
Indemnity. Main offices for NAII are in Chicago, Ill. 


cles and principles that the ‘o 
ganization’ insurance groups were 
eeking to put into law would 
seriously restrict independent op 
erations and thereby prejudice the 
public interest 

“Quite understandably the ‘o 
ganization’ leaders favored some 
kind of supervisory setup that 
would be compatible with thei 
traditional reliance on rate and 
rule making in concert. This had 
been their rod and staff and they 
were intent on salvaging as munch 
of the system as possible, by stat 
utory means, after the basis for 
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Bulletins and general letters are distributed 
periodically to membership. At above left, 
girls locate head office of member company. 


their self regulation seemingly 
was shattered by the S.E.U.A. de 


cision,” 


Where NAIll Stands 


To maintain the right to inde 
pendent action about 40 insurance 
companies, writing $222 
million in premiums annually 
formed the NAII ten years ago. 

At the organization’s bye-con 
vention in Denver in July this 
year, NAII president L. H 
stead of Beacon Mutual 
nity, summed up where the group 
stands now: 


about 


Grin 
Indem 
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Weekly legislative reports on state and 
federal sessions are supplied. Below, girls 
collate news material. 


‘According to the record as of 
July 20, NAIT has 317 members 
and subscribers. Three states (| 
linois, lowa and Texas) domicile 
25 or more companies; eight state 
domicile 10 up to 25 companies; 
12 domicile five up to 10 compa 
nies; 20 domicile one to five NAII 
and only six 
have no representative in NAII 

The distribution of financia 
strength of the membership is an 


companies, state 


excellent cross-section of the in 
We have an ex 


legislative o1 


urance industry 
tremely powerful 


ganization with complete coverage 


NAII performs many functions of a statis 
tical and actuarial nature for companies 
Above right, clerk extracts data from files 


ol the nation We must 


power wisely and well 
must use it.” 

Another aspect of the current 
picture of NAII is the variety of 
insurance interests it represent 
In corporate form, it include 
stock, mutual and reciprocal com 
panies. It has fire companies, hail, 
automobile, multiple line and re 
insurance. Some NAITI 


through 


member 


write agents ,ome 
through salaried employees, som 
through a modified agency plat 
and some with no representative 
between company and insured 
Some members of the group lead 


volume 


the world in premium 


from certain lines, while other 


members are just getting under 
Way T hese differen e create 
complex 


NAII 


’ 
groups 


problem of tremendou 
ity for the staff, but as the 
booklet 
“common bond is 


points out the 
the preservation 


of independent action.” 


More than a Watchdog 


In everyday practice NAII 


does much more than serve 4s 


legislative watchdog It leader 


early recognized that indepen 


dence meant independent statisti 


tical and 


cal filings. “As a stat 
advisory agency,” the NAII book 
let reports, “it aids members to 
comply with the complex require 


ments that are involved in pre 


ent-day rate regulation. Statist 


Continued on page 84 





onsulting Actuaries 


Attain Age 


N October 1949 six consulting 
actuaries met for luncheon in a 
LaSalle Street restaurant in Chi- 
cago. The discussion centered on 
the lack of an organization which 
would give the opportunity to 


consulting actuaries to discuss 
the various problems peculiar to 
the profession. This subject for 
discussion was not new since it 
had been advanced on many occa- 
sions in the past, but no positive 
action had resulted from previous 


discussions. 


Actuaries Sounded Out 


As a result of this luncheon, a 
number of prominent consulting 
actuaries throughout the nation 
were approached to sound out 
their views on the possibility of 
creating a formal organization 
with the primary purpose of es- 
tablishing a forum for discussion 
of problems peculiar to the con- 
sulting actuarial field, to estab- 
lish standards of qualification, to 


develop ethical standards to be 


26 


By EDWARD D. BROWN, JR. 


Consulting Actuary 
Chicago, Ilinois 


In honor of their gathering this month, 
THE SPECTATOR asked one of the 
founders of the Conference of Actu- 


aries in Public Practice to describe the 


history and expansion of this group. 


observed in public actuarial prac- 
tice, and to educate the public to 
the value of actuarial service. The 
response to this inquiry was 
unanimously in favor of explo1 
ing the possibilities of setting up 
a new organization. 

Formal incorporation papers 
were drawn and approved by the 
Secretary of State of Illinois in 
1949. The 
tional meeting of the conference 
was held at the Sheraton Hotel, 


Chicago, Ill., on January 6 and 7, 


December organiza- 


1950, and was attended by 12 ac- 
tuaries. The initial by-laws were 
drawn up and formally adopted. 

This was the official inception 
of the Conference of Actuaries in 
Public Practice 


inal incorporators, who served as 


The twelve orig 
the first board of directors were: 


First Directors 


Clarence L. Aiford, Edward D. 
Brown, Jr., Harley N. Bruce, Don- 
ald F. Campbell, Jr., Chase §S 
Conover, John A. Copeland, Sr., 
Joseph Froggett, Jr., Frank E. 


Frank M. 
Taylor, and 


Gerry, J. L. Mims, 
Speakman, R. D 
Harry 8S. Tressel. 


News of Meeting Spread 


News of the founding of the 
Conference was reported in the 
public and the insurance press, 
and many inquiries were received 
about the organization from mem- 
bers of the profession throughout 
the nation. Many applications for 
membership were received, and it 
was decided that the first annual 
meeting of the Conference would 
be held in Chicago on October 3, 
1950. At the time of this meeting 
fifty-one members had been en 
rolled 
thirty-five of these were present 


in the Conference, and 


at the meeting. From the very 
outset there has been enthusiastic 
cooperation by the membership in 
all the endeavors of the Confer- 
ence. 

While the other existing actu- 
arial bodies have performed effi- 
ciently for the benefit of all actu- 

Continued on page 88 
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Some members of the University of Pennsyl 
vania Graduate Workshop in Family Fi 
nance gather for informal class discussion 


FFS Classes 
Reach Across the Country 


Interviews with teachers sketch the spread held in other centers, so that at 
least 450 teachers studied Family 
of the Family Financial Security program dace eager iet for four to eight 
weeks this summer 
: P P P P Students at the pilot workshop 
in schools from Philadelphia to California. paren hag Bapears ge 
vere teachers from every part of 
our country. Some were being in 
troduced to FFS for the first time 
Others have been using FFS mate 
By JEAN JOSEPH ROBINSON, Associate Editor rial for several years and were 
ready to testify on what FFS ha 
already accomplished in their 
schools. 
The group presented not only a 


geographic but also an economi 


cross section of our nation. Some 
HAT does the Family Se Insurance, which ha been very of the group teach in small com 


curity Program mean to Baytown, active in the development of Family munities, others in large citie 
Texas; to Salt Lake City; to Nor Financial Security course Some have pupils who are prima 
folk or Chicago, During some of the hot days this ily from lower income familie 
Some time ago (THE SPECTATOR, summer, we got a nationwide view others taught boys and girls who 
January, 1954) we had a chance to of this program through a two-day were college bound 
describe in full this program, which visit to Philadelphia. There we sa From North, East, South and 
is designed to help school teachers in on several sessions of the pro West, teachers were carrying on 
bring a well-rounded and practical! yram’s “pilot” workshop at the the training in Family Finance 
financial training to their pupils University of Pennsylvania under Talking to them was like taking : 
Our connection with the program the direction of Professor Albert tour of America-—-a tour of the 
is through the Institute of Life Oliver. Ten other workshops were Continued on page 7! 
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tographs by Jack Kirk 


-Compensation 


Vice President 


Sy Ie 5 


Circus With a Purpose 


Other ‘duties’ for some delegates included: above, a trustees’ 
meeting with Managing Director Schriver and President Walker at 
end of table; pleasant evening events like the group below at the 
Women's Quarter Million Dollar Round Table Dinner, and below 
right, the President's Reception and Ball with Incoming President 
Collins (white coat) and his wife in the receiving line. 


St. Louis in August this year hosted 
the annual gathering of the National 
Association of Life Underwriters. Pic- 
tured and quoted extensively here are 
events at what former President 


Walker called the NALU '‘big-top.’ 


THE SPECTATOR 





OKLAHOMA 


NALU's National Council Session. At left, Stanley C. Collins, later elected new 

NALU president, reports as chairman of Committee on Compensation, while 

Managing Director Lester O. Schriver sits in President Walker's seat. Above EATIVE SALES 
view of floor convention shows Oklahoma delegates at a pause in deliberations A DYNAMIC FACTOR IN OUR 


ALU is the big top—it is the one 
show that has everything for adoles 
cents and adults alike among our field 
forces. Within its avowed objective 


of professional attitude, and profe + 
, | , ' ’ Convention sidelights Above a 


sional ¢ ompetence, are found its own \ 4 General Session with speakers 
raison d’etre and the prophe y of its ) from other insurance groups, be 
. neath ) nti motto At 
future burgeoning expansion as an in ec conve ons Y 

, . eft upper picture, this attrac 
fluence for good in our business tive signboard toured lobbies 


That’s the way retiring president, and restaurant to keep conver 


Robert L. Walker, described the Na 
tional Association of Life Underwriters f ue work in a hallway. Charles & 
7 Cleeton, CLU, of Los Angeles 
’ : yoints to picture of NALU's f 

‘ ‘ mnvention in St. Louis late j : _— 

annual convention it Loui ite it “— P inte ‘Wadieden, © GL taal 
August on Cy juarters as Trustee Herbert 
Hedges of Kansas City Mo ! 

' E 3 ° tens Below, Frank Cooper, re 
” » We offe or disparages t 7 ' 

In me iy ffend r di parage ; he Slee aude of fees’? 
virtues of the side-shows in NALU and ety of CLU's. addresses Society 
Board of Directors. one of many 
> . 9 , aatherinas that make every NALU 
the beloved offspring of NALU, be Gannitiee @ tem phere Yy 


tion activities moving. Lower pi 


ture at left shows delegates a¢ 


at the first weneral session of its 66th 


“That statement,” Walker went on, 


they are many. One and all they are 


gotten and nourished to maturity by 
the mother that bore them. In another 
sense they are the pleasant fruits of 
NALI the living, dynamic evidence 
of NALU effectir he ork in our 
business 

“Shall we name them, including some 
who have set up houses of their own 
the American College, MDRT, LUT¢ 
NQA, WQMDRT, GAMC-—all beloved 
and loyal children of NALU, a source 
of swelling pride and yet their ver 
existence creates problems—very pra 


Continued on page 42 
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FOUR WEEKS' 


RECORD OF 


IMPORTANT 





Aug. 19-—-The Federation of In- 
surance Counsel concluded its 
15th annual convention in Wash 
ington, D. C., with the election of 
officers for the 1955-56 term 
Robert T 


will serve as president; John C. 


Luce, of Chicago, Ill., 


Williams, of Houston, Texas, as 
executive vice president and pres 
ident-elect, and Ralph E. Becker, 
of Washington, D. C., as secre- 
Chairman of the 
organization's board of governors 


White 


tary-treasurer. 


is James Dempsey, of 
Plains, N. Y, 

The Federation will conduct its 
l6th annual convention in 1956 
at Houston, Texas 


August 25—Ten states, topped by 
Minnesota and Massachu- 

setts, have been selected to re- 
ceive the nation’s highest awards 
for their 1954-55 driver education 
programs 

The selections were made by 12 
educational and traffic safety lead- 
ers comprising the board of 
judges of the Eighth Annual Na- 
tional High School Driver Educa- 
tion Award Program 

Typical of the criteria used in 
evaluating the state programs 
were percentage of eligible stu 
dents enrolled in driver courses, 
number of hours of behind-the- 
wheel practice driving and per- 
centage of high schools in which 
driver education was taught 

On this basis, Minnesota and 


Massachusetts were selected to 
receive the Awards of Excellence. 
Awards of Honor were earned by 
California, Delaware, New York, 
Oklahoma and Vermont. Three 
states: Arizona, New Jersey, and 


30 


Pennsylvania, 
Awards of Merit. 


qualified for 


CPL REVISED 


August 30—The New York Insur- 

ance Department has ap- 
proved the revised Comprehensive 
Dwelling Policy program as filed 


Sept. 17—Safety belts, a standard 

device for protecting airplane 
passengers, are being rapidly in- 
stalled in automobiles—and insur- 
ance leaders have been quick to 
recognize the value of these belts 
in preventing injuries. 

In the picture above, Oklahoma 
Insurance Commissioner Joe B 
Hunt is helped into his belt by 
Chester A. Adams of 
Standard Ins. Co. Hunt has ap- 
proved a 10 per cent discount on 
bodily injury, medical payments 
and disability premiums for cars 
with safety belts. 


Tulsa’s 


Earlier, the Delta Companies of 
Baton Rouge had applied to the 
Louisiana Commissioner for a 
similar reduction. (See SPECTATOR 
Sept. °55.) 


by the New York Fire Insurance 
tating Organization, National Bu- 
reau of Casualty Underwriters 
and the Inland Insurance Advis- 
ory Group. The program is rec- 
ommended by Interbureau Insur- 
ance Advisory Group and was ef- 
fective on September 12, 1955. Ten 
states have now approved this 
form. 

The revised Comprehensive 
Dwelling Policy program has an 
increased flexibility and offers a 
latitude of 


eligibility. 


wider coverage and 
While the policy was 
previously available only to the 
owner occupant of a one or two 
family dwelling, the policy can 
now be used for the purposes of 
covering an owner occupant of a 
four family dwelling in many 
states, as well as tenants occupy- 


ing any private living quarters. 


August 31—If insurance follows 

the predicted pattern of na- 
tional expenditures for advertis- 
ing in 1965, over $19 million will 
be spent by the top six insurance 
companies in the $1 million-plus 
advertising class. These compa- 
$10.800,000 an- 
nually for advertising 


nies now spend 

Elwood Whitney, executive vice 
president of Foote, Cone & Beld- 
ing, has predicted that advertis- 
ing outlays will almost double 
within the next decade. Thus, ad- 
vertising placed in all media in 
1965 should reach the $15-billion 
mark compared with the over $8 
billion spent in 1954 


Sept. 1—LIAMA has issued a com- 
parison between the markets 
for Savings Bank Life Insurance 


and legal reserve companies oper- 
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EVENTS 


IN ALL FIELDS OF 


INSURANCE 





under the system that the maj: 


ating 
Life Insurance Agency Manage 


agency 


ment Association found two very cent of the 


marked differences during the limited 


first quarter of 1955 between com sale by 
panies contributing to the survey 
the SBLI fund of 
cut: age 

1. Forty-four per cent of SBLI 


Connectl- 


and sales 


ayents was 
sales were to juveniles compared 
with 30 per cent for the LIAMA. 

2. Forty per cent of SBLI sales 


quarter of 
first quarter of 
were made to individuals with no 
previous life 
pared with 28 
LIAMA. 

In addition, SBLI 


insurance as com 


per cent for the Sept. 1—What 


data showed math of the 


rity 

for less than $2,000. 
SBLI 
payment plans 
ordinary agents 
from $7,910 to $8,350. 

of $50,000 or over, the ave 
size policy sold by 
$6,670 for the first 
1954 and $6,660 for the 


1955 


FLOOD INSURANCE 


can be done about the 
flood insurance? In th 


disastrous 


» A. most com 


that 


in Eastern | 
are still 


OL sales 
Forty 


were tions 


six per panies convinced 


policies were flood coverage is just not feasible 


under any circumstances 
Nevertheless, the 


some kind of 


Average 
increased demand fot 
Excluding insurance protection 


becomes loude1 See SPECTATOR, 


ordinary Sept. '55.) 

Now Senators Kennedy and Sal 
tonstall of Massachusetts 
drafted a flood 
bill, and the North Carolina Insut 


have 


Federal insurance 


ance department has requested 


fire companies doing busine in 


state to submit opinions on 


after “natural catastrophe” insurance 


inunda Continued on page 32 





NEW LIFE AGENTS ASSOCIATION ORGANIZED 


changes in the method of taxing life companies, giv 
held 


Sept. 20—Directors of the National Association of Life 
Companies, at their Fall conference in St. Louis, 
approved the formation of an agents’ association func 
tioning at national, state and local levels among agents 
of member companies of NALC and others who can 
qualify. Charles Bales, National Old Line Life of Little 
Rock, was chosen president, with Joe Shorrock, Na 
tional Life and Casualty Phoenix, as vice-president 

The directors also ordered the filing of a brief on 
the subject of special policies with the National Asso- 
ciation of Insurance Commissioners, and expressed 
opposition to the pending Federal tax act. It was called 
“stop-gap legislation that can cause disruption of the 
life insurance industry.” 

Variable annuity policies were defended by NALC 
President Pierce B. Brooks when he said: “This type 
of policy is a ‘tontine’ or something else bad if a smal! 
company writes it; it is a ‘terminal dividend policy’ if 
it is written by somebody else. If the insurance indus 
try is to grow soundly, if it is to serve the purpose fo1 
which it was intended, if it is to continue to finance 
industrial growth in our nation, the investment type 
special policy, more accurately called variable annu 
ities, must be freed from the attacks made upon it by 
those selling competing insurance.” 

The directors took a dim view of the proposed new 
bill. The new would make 


Federal tax measure 


October 1955 


ing large deductions to companies in the annuity 
Devereaux McClatchey, general counsel of the Asso 
“Federal 


industry 


clation, condemned the measure saying 


State and local taxation of the insurances 


about to reach the point where it will exceed the in 


dustry’s capacity to pay and still afford adequate pro 


tection to American familie 
D. D. Murphy, 


cored that 


the life in 


NAL 


“Writing permanent legislation i 


executive director of unde} 
point 
urance field is highly necessary, but a ne 
different 


Extension of the 


drastically anotne! 


| 


entirely 


and ‘stop-gap’ bill i 


thing present measure 


better than subjecting the industry to a one-year mea 
ure that may change greatly the competitive aspect 
of the business.” 

In hi 


Leggett, Mi 


NALC, ¢ 


Superintendent of In 


addre of welcome to the Lawrences 


our urance ind 


N.A.LA aid 


industry 


president of the “You must be prepared 


bred 


search and 


to carry the burden of in Opposition to 


eral regulation b howing through your re 


tudies that the needs of the insuring public not 


can be, but are being served by state 
Because of the 


afford to sta 


upel j bot 


urgency of this problem you cannot 


on the ide-line a8 a pectator but 


must support your commissioners and superintendent 


national T. int } t gule. 
] naia OCU lo j } ruggie 


and their 
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In New York and Connectic ut, 


legislators have also called fo 
Federal flood insurance. 

If flood insurance is “impossi 
ble,” what about windstorm cover 
age? That was 


too long ago. 


“impossible” not 


September 8—The Twenties roar- 

ed ahead of the Fifties on 
several scores. One of the most 
surprising leads the era had was 


family. If we achieve the hoped- 
for $14,600,000,000 worth of new 
housing in 1955, the average will 
be $400 per non-farm family. 


BRIDGE REINSURED HERE 
Sept. 12—Coverage for the sub- 

structure of the Mackinac 
Straits bridge in Michigan will 


be provided by United States in- 


according to Forrest A. 
president of J. 5S. 


surers, 
Heath, vice 
Frelinghuysen Corp., N. Y. C. The 
coverage includes major hazards, 
earthquakes, and fire. 

“History is being made in in- 





Elected to office at the annual meeting of the Life Insurance Advertisers Association 
last month are (left to right) president, Al B. Richardson, Life of Georgia; vice 
president H. M. Kennedy, C.L.U., Prudential; treasurer, Harvey Kesmodel Jr., 


Sun Life of America 
Dietel, Equitable Life 
from September 14 to 16 


secretary, E. P. Leader, Bankers Life, and editor, Goldie 
Association membeis met at Essex House, New York, N. Y., 





in residential building, according 
to the family economics bureau of 
National Life 
According to predications, 1955 
will see 1,800,000 non-farm dwell 
ing units started by the end of 
This is a rate of 36 new 
thou 


Northwestern 


the year 
residential units for each 
sand non-farm families 

But, back in 1925, 937,000 non 
farm dwelling units were started, 
making a rate of 47 new units for 
each thousand families, a record 
which still stands as the all-time 
peak of residential building activ- 
ity 

Money-wise, also, 1925 residen 
tial construction 1955 
The adjusted value of non-farm 


outstrips 


dwellings in 1925 averaged $715 
(1955 dollars) per U. S. non-farm 
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surance in connection with this 
bridge,” Mr. Heath said. “Previ- 
ously more than half of the insur- 
ance carried by the contractors 
was with foreign insurance com- 
panies,” 

Dr. D. Steinman, chief engineer- 
ing consultant on the project, said 
the bridge is being built to “last 
a thousand years” and embodies 
an “ideal of stability never before 
attained.” 


Sept. 12—San Francisco State Col- 

lege has announced that an 
undergraduate actuarial training 
program will begin this semester. 
So far, the need for actuaries in 
the West has been greater than 
the supply. A great many West- 
ern actuarial students have had 


to enroll in Eastern colleges or 
else go to Canada 

Juniors and seniors desiring 
summer work will have the chance 
to get on-the-job training with 
pay. The plan is a joint effort of 
the college and the insurance in- 
Chairman of the Educa- 
tional Committee of the Actuarial 
Club of the Pacific States is A. C. 
Olshen, vice president and chief 


actuary, West Coast Life. 


dustry. 


AND IN THE FUTURE 


Oct. 2-5—National Association of Cas- 
ualty and Surety Executives and Na- 
tional Association of Casualty and 
Surety Agents, 1955 annual joint 
meeting, The Greenbrier, White Sul- 
phur Springs, West Virginia. 

Oct. 3-5—-National Association of In- 
surance Agents, 59th annual conven- 
tion, Biltmore and Statler Hotels, Los 
Angeles, California, in conjunction 
with 48th annual convention of Cali- 
fornia Association of insurance 
Agents. 


Oct. 9-12—""Mutual Insurance Advertis- 
ing Exhibit" in conjunction with an- 
nual meetings of Federation of Mu- 
tual Fire Insurance Compenies, the 
American Mutual Alliance Advertis- 
ing-Sales Conference and the Na- 
tional Association of Mutual Insur- 
ance Companies, Hotel Jefferson, St. 
Louis, Mo. 


Oct. 9-15 — Fire Prevention Week 
throughout U. S. 


Oct. 14-15—Conference of Actuaries in 
Public Practice, Morrison Hotel, Chi- 
cago, Illinois. 

Oct. 17-19—National Association of 
Mutual Insurance Agents, annual 
meeting, Netherlands Plaza, Cincin- 
nati, Ohio, 

Oct. 17-21—43rd National Safety Con- 
gress and Exposition, Chicago, Ill. 
Oct. 24-25—Health and Accident Un- 
derwriters Conference, part of pro- 
gram of ninth annual underwriting 
forum, Kentucky Hotel, Louisville, Ky. 

Oct. 26-28—American Management As- 
sociation, fall insurance conference, 
The Paimer House, Chicago, Ill. 

Oct. 26-28—American Management As- 
sociation's 1955-56 divisional confer- 
ence on insurance, Hotel Statier, New 
York City. 

Oct. 26-28—Insurance Accountants As- 
sociation, 16th annual conference, 
Shoreham Hotel, Washington, D. C. 

Oct. 26-28—institute of Home Office 
Underwriters meeting, Kentucky Ho- 
tel, Louisville, Kentucky. 

Oct. 31-Nov. 2—National Association 
of Independent Insurers, 11th annual 
meeting, Sherman Hotel, Chicago, Il. 


Nov. 7-11—Life Insurance Agency Man- 
agement Association, 34th annual 
meeting, Edgewater Beach Hotel, 
Chicago, Ill. 

Nov. 28-Dec. 2—-National Association 
of insurance Commissioners, 1955 
semi-annual meeting Commodore Ho- 
tel, New York, N. Y. 
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the hand new 


DIAL-A-MATIC The secret to the world’s easiest copying 

method is in the dial. Amazing newly de 

Now Get instant photocopies of anything written, printed, signed automatic copy control assures per 

typed, drawn or photographed right in your own office. fect copies every time. Just set the dial to 

Turn the dial . . . get the clearest, fastest stainless steel. It copies any original up to the type of copies you want—your copies 

most convenient copy of anything. It'sthe 15” wide, any length or color on opaque Gre ready in seconds 

new all electric Apeco Dial-A-Matic Auto- or transparent paper—printed on one or 
Stat with revolutionary finger tip dial con- _ both sides. The Apeco Dial-A-Matic Auto- 
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To Speed Up Routine 
_ Office Copying! 


Copy Anything 
easiest way ever 


New FREE BOOK tells you how! 


Your free copy of this new book is jammed factual report on this important new copying 
packed with pictures and details about this invention. You will éad out how you can save 
revolutionary new copying method. Tells what time and money by speeding production, by 
Apeco Dial-A-Matic Auto-Seat copies are and 
how you can use these copies in your business 
You as well as every executive member of your 
staff, should read this worthwhile informative, ways to increase the efficiency of your business. 
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shipping and receiving and hundreds of other 
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Domes your Christmas shopping early? Here’s Tur Specraror’s 
Showease, filled with items to fit any insurance man’s shopping list. 
Office supplies, new equipment, informative books—all spotlighted 
for convenient consideration. 


The convenience comes from THE SPECTATOR’s regular free inquiry 
card. Bound into this issue between pages 66 and 67, the card speeds 


your request for information to any supplier on the Showease list. 


Here’s how the card helps you. On the Showcase pages. each adver- 


tisement is followed by a number. So if you want information on 
any particular item, circle that item’s number on the reply card, 
Fill in your name and address, and put the card in the mail. (No 


stamp necessary. ) 


THE SPECTATOR’s advertisers have worthwhile products to show 
you—products designed to help you in your business today, and 


in the many tomorrows to come. 





Makes sales 


PRESENTATIONS 
more 


PRESENTABLE! 


Insurance proposals 

loom more impressive 

when they're presented in famous 

FUL-VU plastic “window sleeve” 

binders. And sales increase ac- 

cordingly! Available in loose-leaf 

albums, zipper binders, economy 

po gp a “flip-over” trays 

ang cages ced and easel-displayors. Write for 
soll, displey end FUL-VU catalog. 


protect things. COOKS’ INC., Blackwood, W. J. 


IN CANADA: Preston-Noelting, Ltd., 
Stratford 


The slickes! way 


To Put You Inthe “Know” 
Two Standard Books 
“Fire Insurance Inspection and 


Underwriting” 
“Coverages and Forms” 


r information write to 


THE SPECTATOR 
56th and Chestnut Streets 
Philadelphia 39, Pa. 





WHITEBOARD EASEL 


for conferences 
and training 


Replaces blackboard. Use 
large, clean paper pads— 
which we stock. This all pur- 
pose, portable, all alumi- 
num easel is also equipped 
for turn-over chorts and 
cardboard charts. Folds 
small for easy corrying or 
storage. 


Many other models. 


Write for free 16 page catalog 
on your business letterhead 


ORAVISUAL CO., INC. 
Dept. S, Box 609 A 
St. Petersburg 2, Fla. 








NEW PENCIL Writes With Ink! 


@ Combines best fea- 
tures of a pencil 
with best features 
of a ball point pen 

@ Light as a pencil 
because it’s wood 

@ Banker -approved 
permanent ink 

@ Full length brass 

cartridge writes enough to 
fill 18 stenographer's note- 
books 

@ Nothing to press, 

turn, fill 

@ Fully guaranteed 


Dept. “8” 
if you want to ‘‘try it’ write 
erhead— 


pk Ba A American Pencil Co. 


— oo” Hoboken, N. J. 


HERE’S REAL HELP 
IN SELLING THE 
MILITARY MARKET 


PRINCIPLES OF 
INSURANCE 


and Related Government 
Benefits 

The official West Point and 

Annapolis Insurance Textbook 


ses young Puiita 1a} 
3 nsurance in the $1 50 
P . 
int of > OO the earliest . : 
n Quantity Discounts 
Available 


Ie 


MILITARY SERVICE PUBLISHING CO. 


Telegraph Press Bldg., Harrisburg, Pa. 


SOLVE YOUR GIFT PROBLEM WITH 
..»A BEAUTIFULLY STYLED PEN SIZE 


U0 -FAST Pocket Stapler 


The tasting year round remembrance— 


Insurance men praise it as the handy take 
it with you stapler they need out on the Job. 


ASK FOR FOLDER PS-8 & QUANTITY PRICES 
Holds 100 staples 
Lightweight 


Gift-boxed 
with 1000 staples 


BEAUTIFUL SILK SCREEN OR 
HOT PRESS IMPRINT 


DUO-FAST COMPANY 


4107 N. Damen Ave., Chicago 18 











SAME AMOUNT OF RECORDS 
IN HALF THE SPACE! 


WITH DOORS > 


For Maximum Record Protection 


and 


— 


q WITHOUT DOORS 


For Greatest Record 
Accessibility! 


HERE’S HOW THE VISI-SHELF 
SYSTEM CAN SAVE YOU 
SPACE—TIME— MONEY 


Floor Plan of an Actual Filing 
Area Before Installation of 
the Visi-Shelf Filing System 


This area was occupied by 196 four drawer letter filing cabinets with 
a filing capacity of 784 drawers or 20,776 filing inches. 


ae 


Floor Plan after Installation aa) LJo (Jo 
of the Visi-Shelf Filing System | > Or 
rm 5 


More then Hall the Filing Aree Becavered ter Other Use 
90 Visi-Shelf Filing Units, occupying less than half the original filing 
area, hold all of the records previously filed in the entire filing area! 
These units, with a filing capacity of 25,380 filing inches offer 4,404 
more filing inches ~—an increase of 25% in filing capacity. 


Ben’? Bolayt Visi-Shelf File, inc. 
Send for full details of this remarkable 105 Reads Street New York 13, N. Y. 


new Filing System! Please send free catalog describ- 
ing the new Visi-Shelf Filing System. 


VARS OES Uae Ae e eee, Nom --------~------~----- 
105 Reade St 


New York 





WANTED ONE LIVE-WIRE 
AGENCY IN EACH CITY 


1, Which is interested in developing more commer- 
cial and mercantile accounts by distributing the 


INSURANCE BUYERS NEWSLETTER, a monhly report 
to corporate insurance buyers. Now in its 7th year 
of successful publication. Agency's imprint goes at 
top of Page |. Provides fact-full information which 
develops prestige and business for distributor. Ex- 
cellent for expanding public relations 

2. Which is interested in securing more group in- 
surance and pension business. The EMPLOYEE BENE- 
FIT PLAN REVIEW, the only monthly magazine in 
the field, is an invaluable aid to such agencies. Now 
in its 10th year of publication. Subscription price 
$5 a year 

CHARLES D. SPENCER & ASSOCIATES, INC. 

Publishers Since 1946 
166 W. Jackson Bivd., Chicago 4, Ill. 


INDIVIDUAL | MR. JOHN DOE | 


NAME 
BLOTTERS 


Monthly Blotters, attractively designed in color, with the 
Individual Name of your Customer or Prospect printed thereon, 
Join the many Agencies who have been using this service 
and obtain the special Insurance Group price. Dignified 
monthly reminder for your clients at surprisingly low cost 
Blotters for the year 1955 must be ordered now, For infor 


mation write 


Bb. J. HAMILTON COMPANY 
60 BAST 42ND STREET NEW YORK 17, N. Y. 


HUGGINS & COMPANY 
Consulting Actuaries & Insurance Accountants 
Architects Building, 117 S. 17th Street 
Philadelphia 3, Pa. 


TELEPHONE LOCUST 4.1122 


Keep data 
handy! 


Keep rate lists, sta- 

tistics and other 

data in Vu-Dex “flip-over’”’ 
binders for easy reference 
plus complete protection. 
Just slide data into crystal 
clear plastic sleeves . . . just 
slip it out when a change is 
needed. Write for Ful-Vu 
catalog. 

The slickest way in the 


COOKS’ INC., Blackwood, WN. J. world to sell, display and 


IN CANADA: Preston-Noelting, Ltd., Protect things. 





NEW PORTABLE PHOTO COPY MACHINE 
MAKES DRY oeeeee AUTOMATICALLY 
TTT] * Weighs 28 lbs. 

| * No darkroom 


* No chemical 
fumes 
4} * No washing 
* No fixing 
|| * No drying 
Only $225 
Complete 
EXACT-PHOTE-COPY bantam model gives you exact copies of: 


Claims, Invoices, Photos, Medical reports, Policies, etc. 


90 copies per hour. 9 x any length; I|-side or 2-sides. 


Machines and paper fully licensed! 
Made in U. S. A Lifetime Guarantee 


catavoo | GENERAL PHOTO PRODUCTS CO., INC. 


— 15 SUMMIT AVE., CHATHAM, NEW JERSEY 


Complete Insurance Statistics 


in Four Convenient Books 


Fire Index 

Life Index 

Handy Chart 

Accident Insurance Register 


All published by 
THE SPECTATOR 


Chestnut and 56th Streets 
Philadelphia 39, Pa. 











‘?_wr~ in DID YOU KNOW? 


, 2, 4 and 6 


button sizes, RECORDS ARE COPIED IN JUST 
7 sECOND 


“executive” 
new desk push button 


»| Epwar DS 


Graceful, modern... 

truly distinctive push 

button that belongs on 

every executive's desk whe 

Functional as it is smart . 

Large, well spaced bars with the NEW 
...42 different printed designations easily inserted = a 
. : : motorized 
inside selectors...silver overlay self-cleaning 


contacts assure positive Operation... non-slip P oO R T A B L E 
base, kink-resisting cord, lustrous grey finish. Fi, fil; 
EDWARDS CO., INC., Norwalk, Conn. | Oorimer 
IN CANADA, OWEN SOUND, ONT 2 


“the world's lowest cost-— high speed 
micro-film unitl" 





INSURANCE COMPANIES SAVE 
SPACE * TIME * MONEY 
with 


rorraae FoOFiImer 


% Microfilming application cards — provides lowest 
cost duplicate, conserves space, insures against 
loss. 





MICHAEL H. LeEvy’s 


Your Insurance And How To Profit By It 


is the most concise and complete in 
surance-buying guide for the layman 


TELLS ALL ABOUT: 


selecting a broker or extended coverage 
agent theft insurance 

life insurance and automobile insurance 
annuities accident and sickness 
personal liability insurance 

insurance personal floaters 

fire insurance © selecting a company 


% Microfilming incoming checks creates quick, 
error-free register. 


<o 


% Microfilming old records, cancelied checks, etc. 
for tremendous savings in space. 


% Microfilming statements when mailed to permit 
single posting with resultant lower operating 
costs. 


$2.95 at all booksellers 


— just a few of the many savings 


Harcourt, Brace and Company N.Y. 17 
FLOFILM brings you! 


LEARN WHY MORE 
AND MORE 
COMPANIES ARE 
TURNING TO 
FLOFILM 

for 
%& Greater Savings 
%& More Efficiency 


raanlee 


You can't work without THE SPECTATOR? 
What is that—your hint to Santa Claus? 


Enjoy THE SPECTATOR at home. 


Write for your FREE 
copy of “An Introduction to Microfilm” 


FLOFILM DIVISION 


: Norwalk, Conn 
I are ) Serving Business Since 1859 
¥ Offices In Principal Cities 


'weconevponmatis 


For just $1 you can now have twelve issues 
of THE SPECTATOR delivered to your home 
address. 


OrOQOwem-O 





f porsy has been considerable 
doubt for a number of years as 
to the income tax consequences 
in connection with the profit real- 
ized from a deferred annuity con- 
tract by reason of the death of 
the annuitant before the date on 
which the annuity income com 
mences, 

Several years ago, the United 
States Tax Court, in a case which 
involved estate tax valuations, 
stipulated that the payment of the 
proceeds of a deferred annuity at 
the time of the death of the an- 
nuitant constituted life insurance 
proceeds and, thus, were exempt 
from income tax. This stipulation 
has been questioned on various oc 
casions, but no definite official rul- 
ing has been made to alter the 
situation, 

The Internal Revenue 
has now issued a ruling to the 


Bureau 


contrary, as follows: 

“A ‘death benefit’ payment re- 
ceived by a beneficiary under the 
premium de- 
ferred annuity contract where the 


terms of a single 
annuitant (the owner) dies prior 
to the due date of the first an 
nuity payment is not exempt from 
Federal income tax as an amount 
under a life 
contract paid by reason of the 
death of the insured as provided 
by section 22(b)(1) of the In- 
ternal Revenue Code of 1939. Any 
excess of the cash surrender value 
over the amount of the considera- 
tion paid for the contract is not 
includible in the gross income of 
the annuitant. However, such ex- 
cess constitutes ordinary income 
taxable to the beneficiary in the 


received insurance 


year received.” 


Advice on Death Benefit 


Accompanying this ruling is the 
following statement: 

“Advice has 
whether any part of the amount 
of a ‘death benefit’ payment made 
to a beneficiary under the terms 
of a single premium deferred an 
nuity contract upon the death of 
the annuitant, the owner of the 
contract, prior to the due date of 
the first annuity payment is in- 
cludible in gross income of the 
annuitant or of the beneficiary. 

“In the instant case, the an- 
nuitant purchased a single pre- 


been requested 


40 


tax analysis... 








By FORREST L. MORTON 
Consultant, Advanced Underwriting, Gulf Life 


Income Tax on Deferred Annuities 


mium deferred annuity contract 
from an insurance company. The 
provides that 
death of the annuitant prior to 
the due date of the first annuity 
payment, if the policy is then in 
force, the insurance company shal! 
pay to the beneficiary an amount 
equal to the consideration paid for 
the contract or the cash surrender 
value of the contract upon the date 
of death of the annuitant, which- 
ever is greater. 


contract upon the 


involved in the 
instant case does not involve any 
element of risk to the insurance 
company with respect to the death 
of the annuitant. Compare Helver- 
ing v. Edyth LeGierse et al., Ex- 
ecutors, Estate of Cecile LeGierse, 
$12 VU. S. 681, Ct. D. 1491, C. B. 
1941-1, 430. On the contrary, death 
of the annuitant eliminates the 
risk to the company. Therefore, 
the amount of the death payment 
made to the beneficiary is not con- 
sidered to be an amount paid by 
reason of the death of the insured 
within the meaning 
22(b)(1) of the Internal Revenue 
Code of 1939. 

“Accordingly, it is held that the 
amount of the death payment 
made to the beneficiary is not ex- 
empt from Federal income tax, but 
that the excess of the amount of 
the death benefit payment over the 
amount of the consideration paid 


“The contract 


of section 


for the contract is inecludible in 


the gross income of the bene- 


ficiary in the taxable year in 
which received. Such excess is not 
includible in the gross income of 


the annuitant.” 


No Change in '54 Code 


While the foregoing ruling was 
made under the provisions of the 
Internal Revenue Code of 1939, 
nevertheless there would seem to 
be no change made by the 1954 
Code that would alter the result. 

It is understood that a “letter 
ruling” has been recently issued 
by the chief of the Individual In- 
come Tax Branch to the effect 
that the same tax consequences 
would result in the case of an “an- 
deferred annuity 
as in the case of a “single pre- 
mium” deferred annuity. 

At first glance, it may be diffi- 
cult for some life insurance under- 
writers to fully grasp the signifi- 
cance of the foregoing rulings. 
For example, the question might 
“Why an income tax on 
profit 


nual premium” 


be asked: 
the beneficiaries on the 
from 
amounts received by reason of the 
death of the annuitant?” In the 
first place, it 
assume that if the annuitant was 
the owner of the contract, then the 


such a transaction on 


is quite logical to 
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value of the policy at the time of 
his death would be includible in 
the value of his gross estate for 
estate tax purposes. Hence, it 
might appear that double taxation 
would take place in such a case. 


Estate Owner 


Of course, if an estate owner 
were to purchase some other type 
of property during his lifetime, 
such as real estate, stocks or 
bonds, and the value of such as- 
sets were to increase prior to his 
death, then his estate or his bene- 
ficiaries would not pay any income 
tax upon the sale of such prop- 
erty, other than on the excess of 


would be as follows: 1) natural 
ly, the would be in- 
cluded in the gross estate of the 


securities 


decedent for the value at the time 
of his death—namely, $20,000; but 
(2) if the securities were sold 
after his death for $20,000, then 
there would be no income tax pay 
able, but if sold for $25,000, there 
would be a capital gains tax on 
only $5,000—that is, the increase 
in value after the death of the 
decedent. 

Why then should a deferred an 
nuity be treated otherwise? The 
answer is probably as follows 
The increase in the value of a de 
ferred annuity contract is repre- 
sented entirely by excess interest 


value of such assets was repre 
sented entirely by capital vaiue 
increases. This distinction is also 
the reason for taxing the profit 
from the deferred annuity as “or 
dinary income” rather than “capi 
tal gain.” 

To some underwriters, the fore 
going rulings may seem to be un 
favorable to the sale of annuity 
contracts. On the other hand, the 
1954 Code made so many favorable 
changes in connection with the 
taxability of annuity income that 
this latest ruling tends to be of 
very minor consequence. 


Deferred Annuity Profit 


the value over the value at the 
time of his death. For example, 
if an estate owner were to pur 
chase securities for $10,000, and 


earned—interest upon which no It is also quite probable that 
income tax was paid during the any profit from the deferred an 
lifetime of the annuitant. On the nuity transaction may be spread 
other hand, the estate owner had over a three-year period by the 
at the time of his death these been paying income tax on the 
same securities were 


$20,000, the tax 


beneficiary, if advisable. This is 


valued at earnings from his other invest in accordance with the provision 


consequences ments, and the increase in the of the 1954 Code. 





Ww 
Pe NEW SECURITY 


PROGRAM 


Dependable Service 


He who would sell financial security to 
* The State Life Insurance Company has 
paid $195,000,000 to Policyholders and Bene- 
ficiaries since organization September 5, 1894 

The Company also holds over $85,000,000 


in Assets for their benefit 


others must first have it himself, 


Our Security Program for National Life 
associates in Home Office and Field has 
been liberalized to the point 
think it is the best in the 


Policies in recently 


force number 102,000 and Insurance in force where we 
The State 


Life offers Splendid Agency Opportunities 


is approximately $221,000,000 .. . business, all of it administered by our 


own Company 
with liberal contract, and up-to-date training 
substantial additions to the 





and service facilities for those qualified. Despite 


plan, there was no increase in individual 


contributions. 


Ww 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


my NATIONAL LIFE 
J AND ACCIDENT 


INSURANCE COMPANY 


“ow ew ‘v «, Tennessee 


A Mutruat Lecat Reserve Company Founnep 1894 
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Circus with a Purpose 


Continued from page 29 


tical problems—for which solu- 
tion must be found.” 

A first-year visitor to the an- 
nual NALU gathering might see 
it as a circus under that all-em- 
There’s the 


large assembly hall as the main 


bracing “big-top.” 
ring and an almost overwhelming 


number of groups meeting in 


smaller rooms rings nearby. 
There’s entertainment and occa- 
sionally a touch of colorful circus 
hoopla. All 
swirl of excited crowds. 

Sut there's than 


mere entertainment for those who 


amid the buzz and 


much more 
From this 
emanate the decisions that guide 
the nation-wide 

60,000 life agente 
lined trends 


attend. convention 
organization of 
Here are out- 
could affect 
the entire industry of life insur- 


which 


ance. For instance, this 1955 con- 
vention heard Albert C. Adams, 
NALU secretary, ask 
some serious questions about OASI 
(Social Security). 


elected as 


Need for Social Security? 
“Does our need a na- 
thrift plan? 
he asked a forum of agents. It 


nation 


yee 


tional, compulsory 


is true, he went on, that some 


people just will not save money 


for their own and their family’s 
future. But there are also some 
people who will not brush their 
teeth. Should we then pass a law 
to force every citizen to use a 
toothbrush? We already have a 
law—OASI—that takes a tax in 
the name of saving? 

Mr. Adams, who has been chair- 
man of the NALU Committee on 
Social Security, pointed out some 
of the dangers of our present So- 
cial Security system and called 
on the agents to emphasize to 
their friends and _ policyholders 
the difference between OAST and 
private insurance. One of the 
main differences, he said, is that 
OASI 
not guaranteed. Congress is under 
either 


schedules of benefits are 


no contract to continue 


4? 
“ 


OASI taxes or benefits, and each 
law it passes specifically reserves 
to Congress the right to alter or 
amend that law. 

Besides spreading the informa- 
tion about OASI, Mr. Adams sug- 
gested life insurance sales mate- 
rial should eliminate the implica- 
tion that benefits under OASI are 
guaranteed. In fact, he concluded 
his talk with the idea that agents 
could begin typing in the words 
“Not Guaranteed” beside the list 
of OASI benefits in any program 
for a prospect or a policyholder. 

Or in another ring at the NALU 
yathering, general agents heard 
sobering words to upset any com 
placency. The total insurance in 
force $339 billion now is a 
stagyvering sum, but “nothing in 
dicts us quite so much as these 
Executive Vice 
President John A, Lloyd of Union 
Central Life told the meeting of 


very figures,” 


the General Agents and Managers 
Conference. 

“We must stop boasting about 
force in the 
United States,” Mr. 


“and begin worrying about the in 


the insurance in 
Lloyd said, 


surance that’s not in force. For 
America is grossly underin- 
sured and underinsurance is the 
meat on which personal tragedies 
feed. 
“This 


sult only in weakening the econ- 


underinsurance can re 
omic system we claim to buttress; 
for every dependency and failure 
in personal and business life 
weakens the whole of society 

Among our neighbors and our 
clients and our friends will be 
found these victims of underin- 
surance: businesses failed or lost; 
mortgages foreclosed; widows in- 
dentured to poverty; children un- 
aged dependent 
checks. This 


cause us 


educated; the 
upon government 
contemplation should 
sleepless nights and restless days 
and drive us, day and night until 
we have put three times 339 bil- 
lions on our books and _ brought 
the insurance underpinning of 
our expanding society somewhere 
nearer the strength which the 
American economy demands.” 
Another call to action was made 
by retiring President Walker 
when he told the NALU Council 


more leyvisiation Was needed to 


outlaw “get-rich-quick” schemes 


in insurance. He urged support 
anti-tontine bill 
NALU has presented to the Na- 


tional 


for tae model 


Association of Insurance 
Commissioners, 

To push this fight even further, 
Walker asked the council “to rec- 
NALU 
model bill de- 


ommend the adoption as 
policy of a new 
signed to prohibit” other schemes 
He listed 
investment or 
profit-sharing funds by which the 


similar to the tontines 
these three as: (1 


company contributes a portion of 
fund 


which is invested, usually in com- 


the premium to a special 


mon stocks, for the policyholder’s 


benefit; (2) “semi-tontine” plans 


which also set up special funds 
for investing, but in which policy 
holders who drop out before ma- 
turity of the contract are deprived 
of equity in the fund: and (3 
certificates 


special participation 


that propose to pay pol evholders 


a dividend on certain shares of 
common stock if and when such 
a dividend ji declared on the 


stock. 
But the NALI 


nual circus does have a very ser!- 


“big top,” the an- 


ous purpose. It is more than just 

source of high-level policy pro 
nouncements. It is even more than 
just the principal business meet 
ing of an influential organization 
of life agents. The NALU econ- 
vention is the best display we 
know of the varieties of salesman- 
ship. Both the 
height of the art of 
encompassed within that gather- 


width and the 
selling are 


ing? 


Salesmanship 


Salesmanship, as an art, has 
many different expressions, dif- 
ferent facets—and each of these 
seemed to have its niche at the 
NALU gathering in St 
August. The serious and solemn 
with the flashing 
and flamboyant The broad, 


Louis in 


were merged 


sweeping sales programs were 
side-by-side with the specific and 


detailed sales hint 


For instance, one of the more 


solemn events was the American 
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College of Life Underwriters’ 28th 
annual Conferment Dinner. This 
marked the awarding of CLU de- 
grees to 407 candidates, who had 
successfully passed the College’s 
series of five examinations. Over 
a hundred of the new CLU’s were 
present to receive the charge from 
Dr. S. S. Huebner, grand old man 
of life insurance education and 
founder and President Emeritus 
of the American College. Also 
Dr. Davis W. Gregg, CLU, Presi- 
dent of the American College, 
gave the candidates five profes- 
sional recommendations. 

At that CLU gathering were 
other leaders who have spent 
many years raising the status of 
the life insurance salesman to a 
professional level. In_ special 
places of honor were 21 CLU’s 
Hugh S. Bell, Ben S. McGiveran, 
Clifford H. Orr, Gordon K. Smith, 
Joseph H. Reese, and others—who 
had earned and received their de- 
grees at the Conferment Dinner 
25 years ago. 


Broad "NALU Tent” 


3ut the NALU tent is broad 
enough to provide space also for 
other training programs such as 
the Life Underwriters Training 
Council, which has grown from 
an enrollment of 133 in 1947 to 
more than 10,000 students now. 
This basic course that is now 
taught in well over 300 cities 
across the country, instructs 
agents in sales techniques while 
perfecting their knowledge of in- 
surance. 

Other training groups were also 
represented at St. Louis, so that 
a delegate to the NALU conven- 
tion could find almost any type 
of sales study to suit his needs. 
On the other side of the picture, 
that gathering also provided 
“rings” for organizations of in- 
surance salesmen with many dif- 
ferent special] interests. 

Well represented on the pro- 
gram and among the delegates 
were members of the Million Dol- 
lar Round Table and the Wo- 
men’s Quarter Million Dollar 
Round Table, clubs for the sales- 
man and saleswoman whose vol- 
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ume of business has given him 
and her special status in this field 
of selling. 

For the salesman who has taken 
on added responsibilities the 
NALU “big top” has a spot for the 
General Agents and Managers 
Conference, where the problems 
of running an agency can be 
studied. For instance, one of the 
speakers for this group, Rebert 
W. Osler, editor of “The Insur- 
ance Salesman,” analyzed four 
significant trends: (1) growth of 
business management over sales 
management as a function of the 
agency head; (2) the decline of 
the general agency system; (3 
the increased importance of scien 
tific principles in elimination as 
well as selection of agents, and 

1) conflict between the agency 
system and mass selling with its 
cut-commission policies 

Another variety of selling got 
special recognition at this year’s 
NALU convention—the industrial 
debit. For the first time in the 
history of the group, an agent 
selling on a debit—Stanley C. Col 
lins of Buffalo, N. Y.—was elected 
NALU president. 

Another debit agent 
B. Rosser of Dyersburg, Tenn. 


Thomas 


told one session how he solved a 
perennial problem. “I never knew 
whether the man wanted to ‘buy 
or talk.’ So I devised a method 
of finding out to keep me from 
wasting time. The obvious thing 
seemed to be ‘just ask,’ and so 
most of my opening remarks are 
built around the question of ‘Are 
you a prospect for life insur 
ance?’ whether I make the call or 
am stopped on the street. The 
question is so direct that you 
usually get a truthful answer. He 
has no time to prepare a defense 
He will hardly ever say ‘yes’ but 
if he doesn’t say ‘no’ you probably 
have a prospect.” 

Any approach to a prospect can 
find a place under NALU’s “big 
top.” At the NALU’s annual gath- 
ering you ean find all varieties of 
selling organized, analyzed. ponu- 
larized and systemitized. In its 
66 vears of development, this con- 
vention has become the coordina 
tion center for life insurance 


salesmanship. 


How a MICHIGAN 
deer-lick evolved into 
milady’s perfume 


Production of perfumery to most 
iS Suggests only flower-petal il 
though we may gue ly connect musk 
and whale-ambergris with the indu 
try. Burt salt 

Well, bromium, chlorine and salt 
extracted trom natural brine are base 
ot perfumes and countless others 
products supporting Michigan's giant 
chemical industry 

Even in Colonial days, salt springs 
of the Wolverine State hinted at huge 
subterranean brine deposits, later to 
become an important source of wealth 
But wild life was the first beneficiary 
as we are reminded by deer illustrated 
on the Great Seal of Michigan 


A Great Seal’ of the insurance business 
is PACIFIC NATIONAL’S, below, 
token of strength, stability and service 
to Agent, Broker and Assured. 


PACIFIC 
NATIONAL 
FIRE INSURANCI 
COMPANY 





NOW. .. American Surety makes 
Homeowners Policies’ 


EASY AS A-B-C 


to explain and SELL! 


A No more Confusion 


Hours of selling time saved—and clients better satisfied—are ree 
ported by agents now using American Surety’s handy coverage- 
comparison chart on Homeowners Policies. It is featured in a 
special issue of our monthly bulletin to agents, ‘“Mailroad to 
PROFITS.” This issue includes a down-to-earth explanation of 
Homeowners forms A, B and C, making it quick and easy for 
agents to show each prospect which form is best for him, 








Field-tested Sales Kit 


Chock-full of all it takes to sell Homeowners coverage of every 
class. Comparison chart shows the prospect how he can improve 
his protection and how much he can save. This kit is helping 
American Surety agents to a larger share of the worthwhile 
premiums in the Homeowners market in every community. 





On-the-Spot Selling Help 


American Surety fieldmen are helping agents survey their per- 
sonal lines, helping them plan their program to line up their 
best Homeowners prospects, 


* Not yet available in a few states. 


Boost YOUR agency profits! Package your Personal Lines! 


SERVING AGENTS FOR OVER 70 YEARS 


Our nearest Branch office will be glad to 


give full information on how the Home- 
owners can automatically increase your 
income from personal lines and reduce 


overhead! Why not call today and find COMPANY FIDELITY e SURETY ° CASUALTY e INLAND MARINE 
out how we help our agents profit through HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


this modern package line? 100 Broadway * New York 5, N. Y. 
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A 


Q. What department writes this 
coverage? 

A. Inland Marine. 

Q. How is it written? 


A. As a separate policy. 
Coverage 


Q. What does this form insure? 

A. As to: 1. Perils: 

(a) while in transit by land or 
air conveyance against all direct 
physical loss or damage to the 
property insured from any ex- 
ternal cause. 

The standard modes of trans- 
portation are covered, including 
air freight or express, messen- 
gers, hand trucks, passenger cars, 
taxi, private truckmen as well as 
the usual common carriers as 
named in most floaters. 

(b) while water-borne against 
direct physical loss or damage 
‘aused by fire and perils of the 
sea—free of particular average 
unless amounting to 3 per cent. 

(c) while on fixed premises, 
against loss occasioned by fire, 
lightning, extended coverage 
perils and sprinkler leakage. 

2. Property: Stock, materials 
and supplies (including packag- 
ing), usual or incidental to the as- 
sured’s business—his own or held 
by him in trust or on consignment 
or commission, for which he may 
be liable or in which he may have 
an interest. 


Exclusions 


Q. What are the exclusions? 
A. This 


sure, as to: 1. Perils: 


Floater does not in 


The usual excluded claims re- 
sulting from delay, loss of mar 
ket, deterioration, vermin, wear, 
tear, inherent vice, war and acts 
of war, assured’s neglect, dishon- 
est acts of assured’s personnel or 
agents. Also transit losses caused 
by internal marring. 
scratching, breakage, leakage, 
evaporation, shrinkage, tempera- 
ture extremes, contamination or 
due to 


explosion, 


being scented, rusted, 
moldy, rotted, discolored, soured 
or changed in flavor unless due 
directly to the perils of fire, light- 
ning, explosion, wind, hail, flood 
earthquake, theft or the attempt 


thereat, damage to the convey- 
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and torms 





Merchandise Floater Policy 


ance, or the result of the vessel or 
lighter being stranded, sunk, 
burned or in collision while prop- 
erty is water-borne, 

Also excluded is theft from an 
unattended vehicle (unless in cus- 
tody of a common carrier), me- 
chanical breakdown, damage to 
electrical equipment due to artifi 
cial electricity except the ensuing 
fire is covered. 

Also excluded are location losses 
resulting from dishonesty of the 
assured’s personnel, the proces- 
sors or others to whom the prop- 
erty is entrusted, pilferage, mys- 
terious disappearance, 
shortages 


inventory 


unless evidence’ indi- 


cates the loss was due to an in- 
Interrup- 


peril. Business 


tion and consequental losses are 


sured 


not covered. 


INSURANCE 
CLAIMS ADJUSTER 


Wouey 
jarlily 


Yes, they're here, Mrs. Rigney. You 

must have forgotten them when you 

filed your claim this morning—unfor- 
tunately. 


2. Property: Animals, aircraft, 
water craft, vehicles for highway 
use, accounts, bills, currency, 
deeds, evidence of debt, money, 
securities, stamps, bullion, 


gold, 


notes, 


fine arts, jewelry, silver, 
radium, precious metals, precious 
stones and similar articles of con 


centrated value. 


Rates 


Q. What are the rates? 

A. This Floater is a combina 
tion of an Inland Marine policy 
and a Reporting Fire Form. Rates 
(per $100 of reported values) are 
promulgated specifically for each 
policy subject to a minimum pre- 
mium of: 

If Form A Reporting is used 
$200 for one year, or Form 1 
$500 for one year, $1,500 for three 
years, 


Why Not The Manufacturers 
Output Policy 


Many producers have ques 
tioned the need for this newer 
Floater Form, having in mind the 
availability of the Manufacturers 
Output policy. However, the lat 
ter contract carries a minimum 
annual premium of $5,000 and, ex- 
cept for a few jurisdictions, can- 
not cover merchandise on the as 
sured’s own manufacturing prem 
IS@8, 


Continued on page 46 
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| Coverages and Forms 


We're firing up sales ee 


What Risks Are Eligible 


iy / While this Floater will appeal 
| | » to innumerable risks, it is pri- 


marily designed for such accounts 
as wholesalers, distributors, man- 
The Kemper Compani “ki “heir ents 
pe ompanies Are Backing Up Their Agents ufacturers and the larger dealers. 
with Another Big Sales Campaign in October — a Nation- 
. a oe Property Insured - 
wide Promotion of Fire and Homeowners Policies Sloganed Aichi 
ee There are two divisions of this 
“We're On Fire in October’... Sai 
contract. It is intended that the 
featur fire section will cover merchan- 
ng... dise, furniture, fixtures, improve- 
ments and equipment (as permit- 
ted in each rating jurisdiction) 
Free Promotional Materials located on premises owned, leased 
or operated by the assured in the 
continental United States. 


Coast-to-Coast Newspaper Ads 


Skilled Advertising Service for Agents 


The Marine Section is intended 
oF to insure stock and machinery in 
including, within the last 18 months, these developments: public warehouses, on processors 


This is another Kemper Aid-to-Agents Innovation .. . 


ar hale - premises and on consignment. It 
© Kemper-Matic Six Months Auto Policies can include coverage usually af- 


® Kemper Approved Insurance Advisor forded under such floaters as: 
camera, contractors equipment, 


Advertising Program deferred payment, fine arts, fur- 


® Kemper Booklet Auto Policies riers customers, installation, neon 
signs, parcel post, mobile equip- 
If you are interested in representing an organization that ment and the miscellaneous forms 


which have been approved under 


really boosts, as well as believes in, the American Agency , , ppr , 
the nation-wide definition and in- 


system — call or write N. C. Flanagin, Executive Vice terpretation of insuring powers 
President, Home Office. of Marine and Transportation Un- 
derwriters. 
— Special Application Required 


This contract requires a special 
upplication which enables the un- 
derwriter to determine the accep- 
LUMBERMENS Mutual Casualty Company tance of the risk and the rates to 
DIVISIONS OF apply. A great part of this ap- 

plication is taken up with ques- 
AMERICAN MOTORISTS Insurance Company KEMPER tions as to values and locations. 


INSURANCE 


AMERICAN MANUFACTURERS Mutual Insurance Company} ..° hi Cinertes Peer 
FEDERAL MUTUAL Insurance Company This is a Reporting form, the 


Company must be advised in 
writing, within 30 days after the 
last day of each calendar month 
as to all values at risk, separated 
as to locations under each of the 
two forms—Reporting Fire and 
NEW ORLEANS © NEW YORK @ PHILADELPHIA © SAN FRANCISCO | Inland Marine. 
SEATTLE =6©¢@ = SYRACUSE TORONTO 0° = VAN WERT, OHIO The deposit premium is deter- 
ov mined by applying the computed 
rates to estimated values at all 





Branches in; ATLANT e BOSTON @ DALLAS ¢ LOS ANGELES 





locations. 
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A Million Small-Business Prospects 
Need This Insurance... 










ff 


* 


ry 


— a good look at the smaller stores and offices in your 
community. Consider the huge potential in those with 
less than eight employees. 


Comparatively few of these people need complex surveys. 
The great majority aren’t getting competent insurance 
advice. Agents and brokers don’t knock on their doors 
twice a week. Yet if you offer them a multiple-coverage, 
single-premium package that fits their needs, they'll buy 
it and be grateful to you. 


Storekeepers Burglary and Robbery 


This policy was just recently broadened and improved. 
It’s easy for the prospect to understand — and easy for you 
to rate and write. It covers against inside robbery, outside 
robbery, kidnapping, safe burglary, theft from residence or 
night depository, burglary outside business hours, robbery 
of watchman, and damage caused by such crimes or attempts 
at them. The basic contract provides $250 coverage for each 
of the seven perils involved. $500 on each peril costs 50% 
more, and $1,000 costs only 214 times the basic charge. 


Send for Free Sales Bulletin 

















well help your agency toward important new 





...and most don’t have it! 


Sales and Promotion Plan 

A new issue of Security-Connecticut’s Agency Sales Bul 
letin contains a complete selling plan with many valuable 
tips on this newly revised policy for which there are hundreds 
of good prospects in the average community. The Bulletin 
has special selling tips that help make this contract easy to 
sell. There’s a new, attractive, three-color folder that can be 
used not only for pre-call mailings, but also in the interview 
to help you make the contract crystal-clear to your prospects 
There's a suggested letter to prospects that will help you 
get more, and more favorable, interviews. There's a table 
that will help you judge how many prospects there are in 
your community, both for the storekeepers policy, and the 
corresponding office policy, largely for professional men. If 
you follow the plan suggested in this new Bulletin, you'll not 
only sell these policies, but you'll discover good prospects 
for many other lines, personal and commercial. 


Your Security-Connecticut Fieldman 


This is just one of many services your Security-Connecticut 
fieldman is equipped and eager to give you. He's had years 
of experience in being a useful man-about-the-agency for 
some of America’s finest, both big and little. Our Agency 
Sales Bulletins are typical of the available tools which imple- 
ment the value of these fieldmen's services. 


S EC U R I : i. or COMPANY OF HEW HAVEN 
THe CONNECTICUT. .cemniry COMPANY 


ring td MARINE ° caseuaturTy * gsonoes 


WOME OFFICES: New Haven, Conn, PACIFIC DEPTS: 248 Battery St, San Francisco, Calit 


' . 
' SECURITY-CONNECTICUT COMPANIES « 
. Department 17H, New Haven, Connecticut : 
. Please mail me, without cost or obligation, a copy of your new Agency ; 
dant po paacincetittte ery ant r) Sales Bulletin on the Storekeepers Burglary & Robbery Policy ‘ 
im ’ 

BURGLARY AND BORBERY POLICIES 4 Na me . 

' adi il 5 i & 
' ’ A f re 4“T . 
é ; ‘ ; f Agency ' 
A copy of this new Bulletin will be mailed to : —— —EE “ * ' 
you, free and without the least obligation, if 1 Street =: Ss H 

you will simply cc ate the cc : ; . mn ' 

you will simply complete the coupon. It may : City or Town State : 
a ‘ 
- 


premiums and valuable clients. 


October 1955 


47 





FULTON BAG & COTTON MILLS 
protects its property sinner 


gets better FI RE and BU RGLAR 


PROTECTION and 


— oon 


“ADT’s Automatic Protection Service is an excellent safeguard 
for our property. We estimate that at Minneapolis our savings 
over other types of protection average $6,500 a year.” 


Po oe ey President 


Textile bags are a vital commodity in Minneapolis, center of the 
country’s grain and milling industry. Fulton Bag & Cotton Mills, 
of Atlanta, Ga., maintains the modern Minneapolis branch plant, 
illustrated above, to supply its products to the Twin Cities, 
Because of the importance of uninterrupted production, and to 
forestall the far-reaching effects of a serious fire, burglary or other 
emergency, the Minneapolis plant is safeguarded by a combination 
of ADT Automatic Protection Services, consisting of Central Sta- 
tion Sprinkler Supervisory and Waterflow Alarm, Burglar Alarm, 
and Heating and Industrial Process Supervisory Services. 
Mr. Elsas’ statement stressing the value of this protection is 
typical of the comments of executives from coast to coast, who 
know that ADT Automatic Services give more security than can 
be obtained by any other method .. . and at less expense. 
Whether your premises are new or old, sprinklered or un- & 
sprinklered, the appropriate ADT Fire Alarm Service will detect Controlied Compenies of 
fire and notify the fire department automatically. ADT Burglar AMERICAN DISTRICT TELEGRAPH COMPANY 
Alarm Service will automatically summon police when burglars 4 NATIONWIDE ORGANIZATION 
attack. ADT Heating and Industrial Process Supervision will __, ,sxecutive Offices 
automatically detect and report other abnormal conditions. He Oe Demene, Taw vars Tay O. ¥, 
ADT safeguards, electrically, many billions of dollars’ worth 
of tangible and intangible assets owned by 58,000 subscribers in 
1,600 communities. An ADT specialist will show you how combi- 
nations of automatic services can protect your property. 
Call our Sales Department if we are listed in yovr phone book; 
or write to our Executive Offices. 
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Howard W. Kacy has been elected presi- 
dent of Acacia Mutual Life Insurance Com- 
pany. He moves up from the post of ex 
ecutive vice president. 


Charles M. Han- 
sen has assumed the 
position of execu- 
tive vice president, 
actuary and direc- 
tor of the American 
Atlas Corporation, 
Dallas, and its af- 
filiates. He was vice 
president of Bankers 
Life and Casualty. 


George J. Boden 
has been appointed 
executive vice pres- 
ident of the Old 
Republic Group, 
Inc., of Greensburg, 
Pa. Formerly he 
was manager of the 
automobile finance 
division of Chubb 


and Son. 


Arthur K. Watson, 
president of IBM 
World Trade Cor- 
poration, has been 
elected a director 
of the Fidelity and 
Casualty Company 
of New York, a 
member of the 
America Fore 
Group. 


Roderick G. Tur 
ner, previously a 
secretary of the 
southern depart. 
ment of the four 
fire companies in 
the America Fore 
Group, has been 
named a vice presi- 
dent. 


Douglas E. Hig- 
ginbotham has been 
appointed western 
division agency vice 
president for Mid 
land National Life 
He was formerly 
superintendent of 
agencies. 
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These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


COMPANY: Expansions 


Mergers, New Organizations 


Kenneth J. Bidwell will succeed ica. He is president of the firm 
Walter Meiss as U. S. manager of Hufty, Eubank, and Russell 
of the London Assurance and Inc., general insurance agents. 
president of the Manhattan Fire John J. Plumb will assume the 
and Marine this month. Mr. Bid duties of vice president and di 
well is presently deputy U. S rector of agencies of the Massa 
manager and executive vice chusetts Protective Association, 
president of the firms. Inc., and the Paul Revere Life 

J. L. Fox has been elected chair this month. Previously he was 
man of the board of directors of executive director of agencies 
the North American Accident in Prudential’s South-Central 
Insurance Co., of Chicago. He home office. 


is a member of the law firm Robert C. Winmill has been named 


a director of the Fidelity-Phenix 
Fire, one of the America Fore 


Group. He is a partner of Gude, 
the ondor Assurance was , 
i Assurance, . Winmill 


of Brown, Fox, Blumberg and 
Markheim. 
J. A. Pollen, general manager of 


and Co., members of 

elected chairman of the British the New York Stock Exchange 

Insurance Association recently James F. Oates, Jr., has been 
elected to the board of directors 
of the Equitable Life Assurance 
Society. Mr. Oates is chairman 
of the board of the Natural Gas 
Pipeline Co. 


Joseph L. Beesley recently became 
senior vice president of the 
Kquitable Life Assurance S« 
ciety. Mr. Beesley was promoted 
from field vice president in 
charge of the New York metro 
politan sales department 

Joseph M. Bryan, chairman of 
Pilot Life and first vice presi 
dent of Jefferson Standard Life, 
has been nominated for presi 


Miss Hazel E. Boostrom and 8S. 
Robert Rauwolf were recently 
elected directors of the North 
American Accident Insurance 
Co. Miss Boostrom has been se« 
retary, and Mr. Rauwolf vice 
president and agency director 


dent of the American Life Con 
vention 


(. Albert Lawton has been elected 
executive vice president of the Richard J. Donaldson has been 


of the firm 


Securitv-Connecticut Life Insur named executive vice president 
ance Co. Mr. Lawton is forme: of the All American Casualty 
director of agencies of the Aetn Co., of Chicago, in charge of 
Life Insurance Co., Hartford accident and health operations 
Conn Formerly he was superintendent 

William G. Russell, vice president of commercial accident and 
has been named to the board of health agents for Continental 
directors of the Variable Annu Casualty 


ty Life Insurance Co. of Amer Continued on page 50 
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Names Make News 


Continued from page 49 


W. Mead Stillman was elected ex 
ecutive vice president and gen- 
eral counsel of the Wisconsin 
National Life recently. Mr. Still- 
man was named vice president 
and general counsel of the firm 
in 1948. 


Warren G. Reed has been elected 
a trustee of Employers’ Group 
Associates and a director of the 
Employers’ Fire and American 
Employers’ Insurance Co. He 
continues as general counsel of 
the two firms and of the U. 8. 
branch of Employers’ Liability 
Assurance Corp. Ltd. 

Paul C, Moore, vice president and 

Life, has 

been appointed to the company’s 


actuary of Atlantic 


board of directors 


Roy E. Naftzger, Jr., was elected 
to membership on the board of 


ae 


YOUR CLIENT’S 
confidence is YOUR 


most valuable asset! 


@ Where property values 
are in question, always 
refer your client to 

a nationally known 


reliable appraisal firm, 


THE 
LLOYD-THOMAS 
“11 ms ee a 40, Tl. 


First for Factual appraisals , Same 
since 1910 Ok 


OPPICES — COAST TO COAST 


ADVERTISING 

PICTURE POST CARDS 
Ask for samples. C. L. Manning, 
P.O. Box 392, Springfield, Dlinois 
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New trustees of the American College of Life Underwriters are (left to right) 
Dr. Edmund L. Zalinski, vice president of John Hancock; Herbert C. Graebner, dean 
of the American College; Gerald W. Page, general agent in Los Angeles for 
Provident Mutual; Dr. S. S. Huebner, president emeritus of the American College 
Ernest J, Clark, state agent emeritus in Baltimore for John Hancock, and Julian 
S. Myrick, chairman of the board of the American College. 


directors of the Founders’ In 
surance Co, 

James W. Hurt has been elected to 
the board of 
Empire Life and Accident In 


directors of the 


surance Co. 


Oscar A. Lichtenberger has been 
elected financial vice president 
and treasurer of Wisconsin Na 
tional Life. He has been vice 
president and 
1948. 


treasurer since 


Hubert E. Ross, formerly presi- 
dent of the Home Service Cas- 
ualty Insurance Co., has been 
appointed vice president of the 
American Atlas Corporation, ac- 
tuarial vice president of the 
LaSalle Casualty Co., of Dallas, 
and casualty actuary of the All 
American Home Lloyds, Dallas 


John G. Harkins has been named 
resident vice president of the 
United States Casualty Co. He is 
vice president of the Casualty 
and Surety Managers Associa 
tion of Philadelphia. 

George E. Gornto has been named 
first vice president of Carolina 
Casualty. Mr. Gornto has served 
as vice president since 1952. 

Kenneth Hawkes, vice president 
of the Northwest Casualty Co. 
and manager of the claims de 
partment, has been elected vice 
president of the Northwestern 
Mutual Fire Association and 
named claims manager for both 
companies. 


A. Burgess, formerly a_ vice 
president in the agency depart- 
ment of the Equitable Life As- 
surance Society, has been ad- 
vanced to agency vice president 
with enlarged responsibilities in 
production of ordinary life. 


W. L. Nolen was recently elected chair- 
man of the board of directors of the 
Central Surety and Insurance Corpora- 
tion. He is U. S. manager of the 
"North British'’ and president of its as- 
sociated American companies, the 
group which purchased control of Cen- 
tral Surety. 


Louis P. Jervey has 
been appointed vice 
president and man- 
ager of the south- 
ern department of 
the four fire com- 
panies in the Amer- 
ica Fore Group. Mr. 
Jervey las been 
vice president since 


1941, 


Fred 8S. Smith has been elected 
vice president and treasurer of 
the Empire Life and Accident 
Insurance Co. 

Bernard J. Daenzer and Ralph G. 
Tanger have been promoted to 
positions as vice presidents of 
the Security-Connecticut Insur- 
ance Companies. Daenzer was 
vice president of the eastern 
territory division, and Tanger 
vice president of the western 
territory division. 

Robert W. Blakeslee, 
branch manager at American As- 
sociated Insurance Companies’ 
Pittsburgh branch office, has 


assistant 
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been promoted to resident vice 
president for the Hartford 
branch office. 

W. L. Sanford has been named vice 
president and controller of Mu- 
tual Service Insurance Co. Mr. 
Sanford has been in charge of 
office operations since 1948. 

P. T. (Tom) High has been elected 
president and 
director of the 
region of Union Bankers Insur- 
ance Co., Dallas. He was assis- 
tant vice president and assis- 
tant agency director. 


a vice agency 


southwestern 


R. I. Elmers has been promoted to 
vice president and general sales 
manager of Michigan Mutual 
Liability. He has been a vice 
president since 1948. 

Charles W. Ferguson, vice presi- 
dent and manager of the Pacific 
coast department of Houston 
Fire and Casualty, has been 
transferred to the home office as 
vice president in charge of 
nation-wide underwriting. 

John Richey has been elected a 
vice president and agency direc 
tor of the Great Lakes region 
of Union Bankers, Dallas, Texas 
Mr. Richey moves up from Ten- 
nessee State manager. 

Willis R. Krey and Robert F. Pres- 
ton have been named second 
vice presidents of Northwestern 
National Life. Krey, who will 
also serve as controller, was ap- 
pointed controller in 1952. Pres- 
ton was formerly 
with the firm’s actuarial staff. 

Allen C. Steere has been promoted 

president and 


associated 


to second vice 
general counsel of Lincoln Na- 
tional Life. 
associate general counsel. 

R. E. Gregory and William R. 
Phelan have been elected presi- 
dents of the Columbus Control 
and the Baltimore Control re 
spectively, of the Controllers 
Institute of America. Mr. Greg 
ory is director of management 


Formerly he was 


reports and controls for Nation 
wide Cos. and Mr. Phelan is con 
troller of U. S. Fidelity and 
(Guaranty. 

George F. Mahoney has begun his 
second four-year term as insur 
ance commissioner of the State 
of Maine. 

Continued on page 52 
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The man 
who raced 


TYPHOONS! 


It was all his own idea. Each year the islands of the Pacific are 
ravaged by typhoons. Screaming winds smash at everything 
standing. Damage runs into millions of dollars. 

But one engineer, working for American International Under- 
writers, thought he could cut these losses. 

When a typhoon formed, he charted its course, He hopped a 
plane, raced the typhoon — often from Guam to the Philippines 
to Okinawa to Japan. He supervised battening down of open 
storage, secured tie-down cables and sheathing. Then he boarded 
the plane and raced around the typhoon to the next danger spot, 

AIU has always been noted for its technical assistance to clients. 
This is just one example. 

AIU also offers on-the-spot American claims service ~— backed 
by policies written in American terms. The information required 
by AIU for covering foreign risks is the same kind as for domestic 
risks. Claims are paid in the same currency as the premiums — 
including U. S. dollars where local law allows, 

With private American investments abroad passing the 16 
billion dollar mark, some of your present clients may need AIU 
protection. Ask them. 

You don’t have to be an expert to handle foreign risks. Take 
them to AIU — and AIU is your expert. For full information and 
literature, write to Dept. L of the AIU office nearest you. Or call 


nersor 
person 


% 


HORLOY, 
ea) \ 


ae } 


/ i= 


P New York 5, N Y 
Joston 9, Ma 
Washington 6, D. ¢ 


. Detroit 26, Mich 
AMErican Chicago 4, Mlinoi pop 


; 


Yew Orleans 12, L 831 Whitney Bank Building 
2006 Bryan Street 
Hou n 4 1619 Melrose Building 


International _ daiis 


102 Maiden Lane 
148 State Street 

412 Barr Building 
Free Press Building 


Underwriters 


206 Sanseme Street 
612 So. Flower Street 
411-414 White Building 
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Names Make News 


JEFFERSON Continued from page 51 


STANDARD’S : 
Says:"4% can mean up to $3,300 more 


e on proceeds from a $10,000 policy, when ; ene é 
I ; Walter F. Schmitz was elected as 
bad compared with a policy which pays only sistant vice president of Occi- 
; 242% on funds held in trust. Families dental Life of California recent- 
A. , ly. He has been superintendent 
O protected by Jefferson Standard enjoy f 0 : ; “2 Saad il 
0 ccidentai s accidaen an 
added protection. This added protection sickness department. 


in the form of higher interest now being Melville P. Dickenson has been 
Over $1.3 Billion paid by my company is a big selling tool appointed assistant to the pres) 
Insurance in Force — yes, 4% makes a big difference.” dent of the Equitable Life 
Assurance Society. Formerly 


Philadelphia agency manager, 
4 he is the son of the late David 
(: Crsoll all ar S. Dickenson, former president 
2 of Security Mutual Life. 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C 


John F. Dwyer has been appointed 
manager of the New England 
department of the Buffalo Insur- 
ance Company. He has served as 





state agent since 1952. 


N t W ry FASTER . Jucien Wulsin has been elected a 

member of the Advisory Com 

4 | mittees of the Associated Re 

EASIER ad Automatic! ciprocal Exchanges. Mr. Wulsin 

is president of the Baldwin 
Piano Co. 


Destroys Old Papers 


Henry Farber is now manager of 


and Records with field service of Home Life. He 
No Hand Feeding was previously assistant man- 


ager of field service. 

The new “SILVER EXECUTIVE AUTOMATIC" Paper Shredder is the first Dr. Clyde M. Kahler has been 
stack feed machine . « « feeds itself automatically! Shreds confidential named chairman of the insur- 
pepers, records, time cards into '/,” strips—in seconds. Machine is a ance department of the Univer- 
typewriter-size, portable desk model with full '/, HP motor. Safe, easy to sity of Pennsylvania Wharton 
operate. Many sizes. Write today for details of 10-DAY FREE TRIAL. School of Finance and Com- 
merce. He succeeds Dr. C. A. 
INDUSTRIAL SHREDDER & CUTTER (O../_—ooheic oan 
‘ ‘ “! ton School. Dr. Kahler relin- 
Ne DEPT. S.P. SALEM, OHIO quishes his duties as vice dean 
in charge of faculty personne] 

and budgetary matters. 
. Howard T. Garrison has been ap- 
rHE OLDEST INSURANCE pointed agency director of In- 
the COMPANY IN THE WORLD ternational Service Life. Mr. 
Garrison was formerly associ- 
AMERICAN > ‘2 ated with the Commercial and 
APPRAI SAL a Life, of Houston, 

! exas. 
company — 


leader in property vaivation 
Home Office: Milwaukee |, Wis, 





John O. Gaultney has been pro- 
moted to superintendent of 
agencies of the New York Life’s 
southeastern division. He has 

55 FIFTH AVE., NEW YORK | been general manager of the 

company’s Arkansas branch in 

Little Rock since 1945. 
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Carol R. Scott has become man- 
ager of the advertising and pub- 
licity department of General 
American Life. Mrs. Scott for- 
merly edited the company field 
publication, “Leadership.” 


Thomas F. Mackin has been ap- 
pointed manager in charge of 
underwriting for Globe Service 
Corporation. He was previously 

with Hall Hen- 


associated and 


shaw. 


Howard T. Ring has been named 
claims manager of the United 
Life and Accident Insurance Co. 
Mr. Ring was advanced from the 
post of claim examiner. 


B. B. Macfarlane, of Pan-Ameri- 
can Life, New Orleans, has been 
chairman of the Wom- 
Quarter - Million - Dollar 
Table for the 1955-56 


elected 
en’s 
Round 
term. 


W. T. McWhorter succeeds Lowe 
H. Wiggers as manager of the 
insurance department of Proc- 
ter and Gamble. 


D. W. Gilmore, until recently 
judge of the 28th judicial cir- 
cuit of Missouri, joined the 
legal staff of the Kansas City 
Life last month. 


2atrick Magarick has been ap 
pointed secretary of the Manu 
facturers Casualty in charge of 
the casualty claims department 
An attorney, Magarick is author 
of “Successful Handling of Cas 
ualty Claims.” 

Roger W. Bennett has been named 
an associate counsel of the Mas 
sachusetts Mutual Life. He has 
served as assistant counsel since 
1952. 


Howard H. Brown has been ap 
pointed educational director of 
the Aetna Insurance Group. He 
is a member of the Insurance 
Companies Educational Direc 
tors Society. 


Aero Associates Inc. has merged 
the Illinois Corporation of Aero 
Associates with the New York 
Corporation. No change in op- 
erations will result from the 
merger, according to Aero As- 
sociates. 


Continued on page 54 
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would 
your 
face 

be red 


ifa client 
were 
sued? 














Or could you look the client squarely in the eye and say: 

“Don’t worry! You're covered under a Zurich-American Com- 
prehensive Personal Liability Poliey.”’ 

Phe CPL Poliey 


on your books, but it’s one of the most important policies for 


may not pile up the most impressive premiums 


you to sell 
If vou don't sell it 
you do 


win your new-found client 


ind at lient i ued you may lose his entire 


account If ell it where another avent doesn t you may 
s entire account 
Let the Zurich-American field man show you how to build bigger 


and better accounts with the CPL Poliey 


 WURICH- 
AMBRICAN 


INSURANCE COMPANIES 


Zurich Insurance Company 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 S$. LA SALLE ST., CHICAGO 3, ILLINOIS 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, Presiden: 


INDIANAPOLIS 











Woodward, Ryan, Sharp and Davis 


Consulting Actuaries 
55 Broadway, New York 6, N. Y. 
HAnover 2-5840 
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American Atlas Corporation, of 
Dallas, Texas, has announced 
the acquisition of about 60 per 
cent interest in the All Ameri- 
can Home Lloyds of Austin 
with resources of approximately 
$750,000. American Atlas re 
cently acquired Southern Bank- 
ers Life and LaSalle Casualty of 
Chicago. 


Buckeye Union Casualty Co. and 
the Buckeye Union Fire Insur 
ance Co., of Columbus, Ohio, be 
came multiple-line companies as 
a result of a stockholder vote 
amending the companies’ char 
ter to permit the action. (Spec 
TATOR 1955 FFA Rating: Buck- 
eye Casualty, AAA—, A+, A+; 
Buckeye Fire, A, A+, A+.) 


Buffaio Insurance Co. plans to in- 
crease capital and surplus by 
$2,000,000 through an offering 
of stock to present stockholders. 
The move will finance the com- 
pany’s entry into the casualty 


field. (SPECTATOR 1955 FFA Rat- 
ing: A+, A—, A+.) 


J. H. Daggett (left) 
president of the Old Line 
Life Insurance Company, 
was recently elected chair- 
man of the firm's board 
of directors. M. F. Ryan 
(right) was named presi- 
dent of the Old Line Life. 
Mr. Ryan has served as 
treasurer, director and 
vice president of the com- 
pany. 











Reinsurance 


Elected to office in the American Society of Chartered Life Underwriters are 
Eugene C. DeVol, general agent in Philadelphia for National Life of Vermont, 
second vice president; Frederick W. Floyd, manager in Philadelphia for Life of 
Virginia, treasurer; George Neitlich, manager, Boston for Metropolitan, president 
and Fitzhugh Traylor, manager in Indianapolis for Equitable Society, first v.p. 


e 
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Carolina Home Life Insurance Co. 
has received its charter and a 





in 1955 





The Insurance Company of North America 
cordially invites you to discuss your Reinsur- 
ance needs with its Reinsurance Department, 


As America’s leading independent market 
for Reinsurance, the North America operates 
on the principle of providing a stable market 
for the needs of its clients. 

The practical application of this philosophy 
is best demonstrated at times such as the pres- 
ent, and makes a continuing reinsurance re- 
lationship worthwhile indeed. 


Write or telephone us, Or, if you use the 
services of a Reinsurance Broker, request that 
he discuss your problems with us. 


REINSURANCE DEPARTMENT 


NORTH AMERICA COMPANIES 


Sa insurance Company of North America 
Indemnity Insurance Company of North Amerioa 
Philadeiphia Fire and Marine Insurance Company 
% 


Protect what you have 


Philadelphia 1, Pa. 











Ghoup Jetwice 
AUTOMOBILE 
FIRE & EXTENDED covERAGE 
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license to do business in North 
Carolina. 

Farm Bureau Insurance Compa- 
nies have been doing business 
under their new name—Nation- 
wide Insurance—since Septem- 
ber 1. 

Great Southern Life Insurance Co., 
Houston, Texas, is now doing 
business in Arizona, with 
Charles W. Dean as newly ap- 
pointed manager of the Arizona 
agency. 

Great Southwest Life stockholders 
recently approved a two-for-one 
stock split and authorized sale 
of 105,000 additional shares of 
common stock in the firm. 

Independence Mutual Insurance 
Co., of Camp Hill, Pa., has been 
dissolved and its business and 
affairs liquidated as of August 
5, Pennsylvania insurance com- 
missioner Francis R. Smith has 
announced. 

Midland Mutual Life stockholders 
have approved a plan to convert 
the firm into a purely mutual 
life company. 

Saratoga County Mutual Fire In- 
surance Co., New York, has 
merged with the Clifton Park 
and Halfmoon Mutual! Fire In- 
surance Association under the 
title and charter of the Sara- 
toga County organization. 

Security-Connecticut Life has been 
licensed by the State of Con- 
necticut to transact business in 
the life and accident and health 
fields. 

Southwestern Bankers Life has 
been authorized by the Board 
of Insurance Commissioners of 
Texas to increase capitalization 
to $250,000 and to amend the 
company’s charter to a no-par 
basis. 

Union Bankers Insurance Co., of 
Dallas, Texas, has received its 
license to do business in Wyom- 
ing. It is now entered in 18 
states. 

DIVIDENDS: Quarterly — Conti- 
nental Casualty Co., $.35 per 
share payable Sept. 1 to share- 
holders of record August 18. 
Home Fire and Marine Insur- 
ance Co., $.40 per share payable 
Sept. 15 to stock of record Sept. 
8. Other American Reinsur- 
ance Co., $.25 per share payable 
Sept. 15 to stockholders of rec- 
ord Sept. 2. 
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yo 
ag 


NEGLECTED CLIENTS ARE NO. 1 
PROSPECTS TO COMPETITORS? 


The penalty for success in the general lines business is 
the problem of how to keep in close touch with a large 
and growing circle of clients. Neglected, they tend to 
shift new lines to competitors . . . even to drift away. 


In our endeavor to serve general lines men in an 
entirely different, more constructive way ... we have 
developed a solution in the form of a sustained adver- 
tising, public relations program to sell you anew 
every 60 days... for an entire year. It is built for 


you ... individualized and personalized. 


The program is geared to help you produce and hold 
general lines and, at the same time, to give you the 
inside track to the life insurance your clients are going 
to buy from someone . . . so why not you? Return the 


coupon for Sched-U-Mailings Kit today. 


Liat 
CONTINENTAL ASSURANCE COMPANY / z 
"Your Kind of Life Company”’ ryt 


Here’s a concrete solution to a No.1 problem... 


FOR YOUR FREE KIT 


Continental 


AS 
DEPT. 320 


Please 


showing how 


SURANCE COMPANY 
* 310S. MICHIGAN AVE. + CHICAGO 4, ILL, 


send me your direct mail list, “Sched-U-Mailings” 


| can have an exclusive, personalized, year ‘round 


direct mail program. 


NAME 


AGENCY 


STREET 


city 


zZOneE 





Insurance Marketing 


Continued from page 23 


illustrate how potentials must be 
narrowed down in order to arrive 
“potential market” 
estimate for a single company or 
agency: 

1. First find the total market 
which is available under ideal con- 
ditions. If all underdeveloped mar- 
kets were increased to their opti- 
mum what 


at a practical 


insurance purchase, 
would be their potential? 

2. Then reduce that to the entire 
actual insurance market. What vol- 
ume would you be able to show if 
you had no competitors at all? 

4. Divide that figure to get the 
actual market for each line of in- 
surance? How large is your pri- 
mary market for burglary insur 
ance? How important is the market 
of an annuity policy in its competi 
tive field? Don’t forget that annu- 
ities, for example, are in competi- 
tion not only with different forms 
of retirement plans but also with 
investment trusts, savings banks, 
ete 
calculate the 
share of the 
market which is your company’s or 
agency’s goal. What 
mum dollar 
which your company or agency can 
hope to achieve? For example, in 


1. Finally then 
“sales potential” or 


is the maxi- 


feasible sales level 


case of a life insurance company 
will 1 per cent of the available ordi- 
nary life insurance market or some 
other figure be available to your 
agency force facilities and your pro- 
motional efforts? 

Note that this definition of poten- 
tial stresses the word “feasible” and 
not the words “maximum possible 
market.” It purposely excludes cer- 
tain prospects from the potential. 
No insurance company wants to in- 
sure everybody, so every agency 
man will readily understand this 
limitation. According to the Defini- 
tions Committee of the American 
Marketing Association, the term 
“sales potential’ should be used if 
it refers to the portion of the total 
expected sales of an industry which 
company management expects to 
obtain. In contrast, the word “mar- 
ket potential” refers to the expected 
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sales of a group of commodities or 
the services of an entire industry in 
the market during a certain period. 
For practical purposes, however, 
the terms are often used inter- 
changeably. 


How Manufacturing Companies 
Use Potentials 


As pointed out in Chapter I of 
this series (May, 1955 SPECTATOR), 
the largest use of marketing re- 
search made by manufacturing 
companies relates to analysis of the 
market size followed by establish- 
ment of territorial potentials. 

Industrial companies which want 
to make a profit found that they 
had to plan their sales as carefully 
as their production. Territorial 
sales of a rubber manufacturer, for 
example, did not correlate with the 
potential market established by his 


Figures for Charts on Page 22 


TABLE | 


HOW POPULATION HAS CHANGED 
IN VARIOUS REGIONS 


INCREASE IN 1953 OVER 1943 
a 


7 
Region 1953 1943 Increase 


New England 9,695 8,394 
M. Atlantic 31,123 26 ,563 
E.N. Central 32,157 26,416 
W.N. Central 14,302 12,776 
S. Atlantic 22,534 19,281 
E.S. Central 11,449 10,819 
W.S. Central 15,279 13,566 
Mountain 5,600 4,414 
Pacific 16,236 11,737 
TOTAL 158,375 133,966 
Source: Department of Commerce, 

Bureau of the Census, 

Current Population Reports, 

Series P-25, Nos. 72, 84 and 89. 


TABLE I! 


PER CAPITA INCOME EXPRESSED AS 
PERCENTAGE OF NATIONAL INCOME 
ANALYSIS BY REGION, 
SELECTED YEARS 


1940 1945 1950 1953 


New England 126 110 108 107 
Middle East 131 120 117 116 
Southeast 56 67 67 68 
Southwest 70 80 85 84 
Central 105 105 107 110 
Northwest 79 96 95 90 
Far West 130 120 119 116 
U.S. TOTAL 100 100 100 100 


Source: U. S. Department of Commerce, 
Office of Business Economics; 
Survey of Current Business. 


pianning department. A survey of 
markets that outlets in 
many cases were not located in rela- 
tion to area potentials, and some 
which were properly located did not 
put out the necessary time, effort, 


showed 


or expense in relation to their po- 
tential. As a result of these findings 
the company its sales 
force in high potential areas; men 
were moved; field controls 
were set up to enable management 
to determine whether the 
force was devoting time and effort 
toward the customers who repre- 
company’s maximum 


increased 
sales 


sales 


sented the 
sales opportunities. 

Another company, in contrast, 
which spent a lot of time and effort 
developing a new product “guessti- 
mated” its market potential. These 
guesstimates often wrong 
and costly. True, the product ful- 
filled a definite need and a hasty 
calculation of potential sales was 
made, based upon consumer tests 
which indicated a good acceptance. 
A high promotional budget was 
therefore set up. As soon as the 
product was introduced, however, 
management learned that there can 
be a vast difference between what 
consumers do and what they say 
they think. It turned out that the 
product was priced at a level where 
sales ran far short of expectations 
and furthermore met competition 
from a somewhat lower priced sub- 
stitute. The venture therefore had 
to be discontinued at a loss. 


prove 


Industry has found that a study 
of market potentials enables them 
to discover the most effective dis- 
tribution and promotion methods 
and plan productive and organiza- 
tional facilities accordingly. The 
cost, while sizable at times, is in- 
consequential compared with the 
expense of setting up complete pro- 
duction facilities or launching cam- 
paigns which are bound to fail in 
the end. 


Is the Study of Potentials 
Applicable to Insurance? 


Why has the insurance business 
neglected to use this tool? Perhaps 
some explanation can be found in 
the nature of the business. Insur- 
ance is a service which needs no 
physical inventory, and capital in- 
vestment is a relatively minor prob- 
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lem, even in the face of an expand- 
ing market. The nature of the 
business, furthermore, is apt to 
deceive company management as 
to relationship of sales to market 
pote ntials. 

The sale of insurance is some- 
what peculiar by creating a rela- 
tively long time commitment on the 
part of the buyer to pay money 
year after year to the insurance 
company. This commitment is more 
true in life insurance than in fire 
and casualty insurance. In this re- 
spect the sale of an insurance policy 
is like an installment sale. A few 
successful agents can sign up a 
repetitive market which goes on 
and guarantees the existence and 
growth of an insurance company 
The average retail business, on the 
other hand, depends on a series of 
one-time sales and a manufacturer 
or retailer cannot make many mis 
takes in judging the needs of the 
market and still survive. 

Insurance companies, in contrast, 
which always have some repetitive 
markets, can make mistakes and 
still keep on going for awhile. In 
other words, it takes longer in the 
insurance business for sales prac 
tices to catch up with company 
management. This lag, however, 
already has caught up with many 
companies, primarily in the auto 
mobile insurance business, and can 
be expected to have the same effect 
in other lines. 

Insurance management further 
more has assumed in the past, and 
often correctly, that any company 
which is alert and aggressive can 
create its own market and expand 
to whatever degree it considers de 
sirable regardless of general mar 
ket conditions. This assumption also 
is increasingly losing its validity 
While there are still vast oppor- 
tunities, there is a definite satura 
tion point in certain territories and 
certain coverages. Any future ex 
pansion, therefore, must take place 
in these line and territories aft the 
cost of the less aggressive competi 
tor. While this philosophy speaks 
for the competitive character of 
the insurance business, is vour 
company aware of the tremendous 
cost which you may be adding need 
lesslvy because of this fallacious 
“unlimited market” assumption? 
This cost has to be met by the mil- 

Continued on page 58 
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LETTER 


Just Fill in the Following and Send 
to Bill Sieger. 
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This Can Mean $$$$$$ to You. 


TEAR OUT AND MAIL 
TODAY FOR FULL DETAILS. 


Providing sound coverage at reasonable cost 


through competent representatives. Bankers National's 


Md 


Dit M7() NATIONAL LIFE 
Insurance Company = (/.,.4/, 


consistent aim since its founding. 
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lions of policyholders who lapse or 
change their insurance because of 
sales pressure, by your managers, 
general agents and agents who are 
recruited, financed and turned over 
by the thousands under such con- 
ditions, by the owners of your com- 
pany who have to bear this expense 
and by the whole insurance indus- 
try, which through these tactics 
may weaken public confidence and 
esteem. Why don’t you make a 
check in your community to see 
how many general agents, man- 
agers, or local agents active today 
were in the same business ten years 
ago? The mortality of the average 
insurance sales force is frighten- 
ing. 


What Use Can an Insurance 
Company and Agency Make 
of Market Potential Studies? 


The proper use of this tool can 
settle in advance many of the most 
important questions relating to 
your sales plans and policies which 
your organization is trying to solve 
by expensive hit-and-miss or trial- 
and-error methods. Your organiza- 
tion may put its information to one 
or more of the following uses: 

1. To locate sales territory; 

2. To determine the number of 
agents to be appointed in a given 
territory ; 

3. To set up sales quotas; 

4. To measure relative sales ef- 
fectiveness of general agents or 
branch offices; 

5. To measure sales performance 
of individual agents; 

6. To determine the degree of 
additional coverage and _ service 
necessary ; 

7. To provide your branches with 
basic background information for 
successful campaigns; 

8. To locate territories deserving 
primary attention; 

9. To pin-point places 
agents should be appointed. 

Once you have made a stab to set 
up the potential of each territory, 
your agency department can make 
an objective evaluation of its sales 


where 
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results. Furthermore, by compari- 
son with reports of calls made by 
your agents you can gauge the effec- 
tiveness of your sales methods as 
well as estimate the business wnich 
you snouid be ate to obtain. 

Insurance agencies today are set 
up too often on hope and optimism 
ior the willingness of somebody to 
subsidize operations against great 
odds. Rarely is an agency organ- 
ized upon factual studies or careful 
research. One of the keys to an 
agency’s success is to find out not 
only how many potential customers 
it will have, but also the competi- 
tive conditions against which it will 
have to operate. An agency or 
branch office, for example, should 
know what portions of its market 
are still untouched; what parts are 
saturated; whether the market is 
already overloaded; what sources 
new recruits should be drawn from; 
whether a new agency will simply 
add to an already overburdened in- 
surance sales picture or whether 
it will have a fighting chance for 
existence. 

Unfortunately, the recruiting 
with many companies and agents 
has developed into an almost child- 
ish search for “supermen.” Insur- 
ance companies which are in the 
business of reducing risks should 
want to devote more efforts to con- 
trol the risks of their largest 
cost item—the acquisition function. 
Marketing research can guide you 
in the establishment of a distribu- 
tive force directly related to your 
market, 

The market thus becomes the key 


Jackson, | realize all new salesmen 
must start out on the bottom, but 
you've been on yours all morning now. 


to the location, number, personality, 
character, training and develop- 
ment plans of whatever merchan- 
dising methods you may select. 
True, this information may be 
somewhat costly to obtain, yet the 
cost will be minute compared to the 
waste incurred at the present time. 
Your company and agency should 
remember that every bit of infor- 
mation will help to save both dol- 
lars and men in your efforts to 
more effectively serve your market. 


What Steps Are Involved 


Since markets are people, your 
information will have to be both of 
quantitative as well as qualitative 
nature. This means you will want 
information on the number of cus- 
tomers, geographic data, averages, 
ratios, percentages, etc. However, 
you will also want qualitative in- 
formation dealing with attitudes, 
desires, trends and _ traditions, 
prides and prejudices—in addition 
to statistics. 

Markets, furthermore, are people 
whose needs vary by income level, 
location, and hundreds of other 
breakdowns. All these considera- 
tions must be taken into account in 
a realistic and practical analysis. 

The following steps are indica- 
tive of the tvpe of planning an in- 
surance company or agency may 
want to follow. 

1. Define and divide the problem: 
a. What territory do you serve? 
b. What line of insurance or type 
of policy are you concerned with? 
c. Who exactly is your policyholder? 
d. What sales methods are you 
using? 

2. Analyze your policyholders in 
terms of measuring units. a. Are 
they individuals? b. Are they fam- 
ilies? c. Industrial companies? d. 
Farmers? e. Workers, etc. 

Your unit should be tangible and 
definable and you must be able to 
locate it easily for both survey and 
sales purposes. 

3. Determine the potential mar- 
ket preferably by line of insurance. 
a. Overall potential market; b. Fac- 
tors cutting down the size of the 
total market, such as: how many 
live in sections where they cannot 
be reached, how many are the 
wrong ages, how many are in in- 
sufficient income brackets, how 
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many already use your type of ser- 
vice or insurance, what other mar- 
keting limiting factors are there; atin 
c. Prospects left for your company Neal jy » 

or agency. . oer... = ta “aly 


¥ any) > 
4. Decide where your potential ater » UNSOLICITED LETTERS! . hay 


customers are located: a. Scattered 


throughout the country; b. Limited NEWSPAPER WRITE-UP! , trys ts 


to a particular section or state. 


5. Decide the characteristics of 15 MINUTES FREE 


your customers: a. What kind of 


community do they live in? b. How RADIO TIME! 


do they buy? c. What attitudes in- 


fluence their insurance purchased? 
d. What other factors, employment ae 
conditions, etc., should be investi- 


gated? 


6. Influence of rates on sales vol- when using our brochure. Te 


ume: a. Does your rate schedule 
compare favorably with your com- 


petitors? b. Do your services com- "YOUR INSURANCE PROGRAM 


pensate for any rate differentials? 


c. What loyalty can you expect from I S AS GOOD AS YOUR AGENT " 


your policyholder? 


7. Analyze data by several break- 


downs such as: a. Line of insur- : ‘ 
THE NORWICH SUN 


ance; b. Sales territory; c. Agency; Thursd luly-14. 198 
d. Policyholder unit; e. Unsatisfied . hea: se en ann 
potential. 
a : The John C. Stott Agency Inc. | have been able to offer to ow 
8. Formulate conclusions: a. How is celebrating its 25th anniversary. | clients during the past quarter of 
big should each sales territory be? Today clients of the company | a century.” 
b. How many agents should be in received a brochure which is dedi- John C, Stott is nationally rec- 
a ’ : cated to them. This booklet states, | ognized. He is past president of 
it? c. How can the relative effec- “This brochure is dedicated to the | the New York State Agents Asso- 
tiveness of sales performance be thousands of clients who have per- | ciation and the National Associa- 
. : f mitted us to serve them. It was | tion of Insurance Agents. In 1949 
measured? d. What sales approach prepared so they may better know | he was named insurance man of 
should be used for present policy- us and thereby we may better | the year, and received the general 
serve them.” brokers gold medal award for most 
“We are celebrating our 25th | meritorious service to the insur- 
should be used for prospective pol- anniversary. Through the years, | ance industry 
we have grown from a small one Mr. Stott is a member of the 
; man agency to become one of the | New York State Insurance Board, 
pany determine the breakeven point largest insurance agencies in Cen- | appointed by the governor. He 
for each territory, line or insurance tral New York. This tremendous | is chairman of the Public Rela 
growth has been due to public ac- | tions committee of the national 
ceptance of the service which we | association. 


holders? e. What sales approach 


icyholders? f. How can your com- 


or agency? 





The answers to these questions 
should help your company or agency [-“\o~ — 
to ascertain how much information ai 
you already know and how much 
more you need to know about your 





For more information contact the Production and Market 
Research Dept., Royal-Liverpool Insurance Group, 


marinate 150 William St., New York 38, N.Y. 


Practical examples on what type / \ 
of facts an insurance company o1 2 e C/ ( 
agency should assemble, how it / , Unrsurance SS eee ke ‘y 
should organize and analyze them ™ = 
to obtain some knowledge of their 
market potential and how this 


knowledge will lift up efficiency of ROYAL INSURANCE COMPANY LID. © THE LIVERPOGL & LONDON © GLOBE INGURANET COMPANY LTD. © ROYAL INDEMMNI\? COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA © NiWARK INSURANCE COMPANY © SIAR INSURANCE 

agency management and the 
both age ncy management an 1 the COMPANY OF AMERICA © AMERICAN AND FOREIGN INGURAMGE COMPANY © THE GRITIGH & FOREIGN MARINE INSURANCE 
field force is discussed in the next COMPANY LTD. © THAMES & MERSEY MARINE INSURANBE COMPANY, CTD. © VIRGINA FIRE & MARINE INSURANCE COMPANT 


% 


installment. oo 


CASUALTY FIRE* MARINE+ SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
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ical Law Reports: 


N. matter what your interests, no matter what your responsibilities may 
be, if they concern taxation and business law, you will find them well 
served, effectively and continuingly, by one or more of the great family of 
CCH Topical Law Reports. 


Hour after hour, and day after day, telegraph, telephone, teletype, and fast 
mail pour a steady stream of new laws, amendments, regulations, rulings, 
decisions, and the like, into the editorial offices of Commerce Clearing House. 


Hour by hour, day after day, this vital news, this important factual infor- 
mation, transformed into efficient working tools, is rushed into the hands of 
subscribers all over the country through pertinent issues of the more than 
one hundred fifty CCH Reports. 


+ 
Thus, Commerce Clearing House Topical Law Reports, by consistently 
meeting specific business and professional needs everywhere, have established 


a recognized symbol. For everywhere now the initials “ 
dependability, and completeness. 


Note Breadth and Depth of Reporting: 


@ TAXES 


All-State Sales Tax Reports 

Canadian Tax Reports 

Capital Changes Reports 
(Sinelair-Murray) 

Cede and Regulations (Federal) 

Dominion Tax Cases 

Federal Tax Course 

Federal Tax Guide Reports 

Inheritance, Estate & Gift Tax Reports 

Payroll Tax Guide 

Standard Federal Tax Reports 

State Tax Cases Reports 

State Tax Guide 

State Tax Reports (in 49 Units) 

Tax Court Reports 

BANKING 

Federal Banking Law Reports 

Stock Transfer Guide 

Trust & Estate Law Reports 


€ 

° - 
SECURITIES bd 
Blue Sky Law Reports 
Federal Securities Law Reports 
INSURANCE 
Business & Estate Insurance Reports 
Canadian Insurance Law Reports 
Insurance Law Reports 
Workmen's Compensation Law Reports 
LABOR 
Canadian Labour Law Reports 
Labor Law Course 
Labor Law Guide—Federal 
Labor Law Reports 
SOCIAL SECURITY 
Railroad Retirement Reports 
Unemployment Insurance Reports 
LEGISLATION 
Advance Session Laws 
Congressional Index 


Congressional Legislative Reporting 
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@ BUSINESS 
Accountancy Law Reports 
Atomic Energy Law Reports 
Aviation Law Reports 
Bankruptcy Law Reports 
Conditional Sale— 

Chattel Mortgage Reports 
Dominion Companies Law Reports 
Dominion Reports Service 
Federal Carriers Reports 
Food Drug Cosmetic Law Reports 
Government Contracts Reports 
Legal Periodical Digest 
Liquor Control Law Reports 
New York Corporation Law Reports 
Pension Plan Guide 
State Motor Carrier Guide 
Trade Regulation Reports 
U. 8. Supreme Court Bulletin 
Utilities Law Reports 
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Divorce Decree Changes 
Life Policy 


The insured named his wife as 
the beneficiary of his life policy 
and reserved the right to change 
the beneficiary. Thereafter, the 
parties were divorced in a “commu- 
nity property” state. 
decree approved the property settle- 
ment agreement. The agreement 
awarded all insurance policies and 
all communal property not specifi- 
cally awarded to the wife, to the 
husband. When the husband died, 
the wife was still designated as 
beneficiary on the policy and both 
the wife and administrator claimed 
the proceeds of the policy. 


The divorce 


The courts awarded the proceeds 
to the administrator. The rights 
of the parties rested on the terms 
of the divorce decree. Under the 
decree the interest in the policy 
was awarded to the husband as 
communal property and hence to 
his administrator regardless of lack 
of formal change of beneficiary. 

(United Benefit Life v. Price, 
California Court of Appeal, May 


5, 1955. 


Automobile Comprehensive 
Coverage—Collision with Water 


In the February column of “Ver- 
dict” this year we reported the case 
of Harris v. Allstate 
Company (N. Y. Supreme Court, 
Appellate Division, November 23, 
1954). The assured, during a heavy 
rainstorm, drove his car into a 
puddle of water about: fifty feet in 
length and eight inches in depth. 
He was traveling about forty to 
forty-five miles an hour, and his 
car was pulled to the right, mount- 
ed a_ bank, 
practically demolished. 


Insurance 


overturned and was 


The policy agreed to “pay for all 
other loss to the owned automobile 
except loss caused by collision be- 
tween it and another object, 
loss caused by missiles, falling ob- 
jects, explosion, earthquake, wind- 
storm, hail, water, flood, vandal- 
ism, riot or civil commotion, shall 
not be deemed loss caused by colli- 
sion.” 

The company rejected the claim 
as not being covered by the policy 
and the assured brought suit. The 
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werdict... 


By LUKE A. BURKE 
Member of the New York Bar 


assured testified to the happening 
of the automobile 
mechanic, who 
testified that upon examination he 
found a bent tie rod which would 
have put the steering mechanism 
out of which 
have been damaged by contact with 
the water. The jury found in favor 


accident. An 
removed the car, 


balance and could 


of the assured. 

The Appellate Division affirmed 
the jury’s verdict, and we quoted 
from its opinion in the February 
column. We stated then that the 
decision was important and would 
probably be appealed. The decision 
caused great comment in the in- 
surance field and finally reached 
the New York Court of Appeals. 
Had the decision been affirmed it 
would have had the effect of pro- 
viding collision coverage at com- 
prehensive However, the 
Court of Appeals reversed the low- 
er courts, dismissing the complaint. 
(309 N. Y. 72). 
tained this reasoning: 

“There can be no doubt, under 
theory on 
which the case was submitted, with- 
out exception, to the jury, that any 
damage to the tie rod of plaintiff's 
car resulting from contact with the 
puddle of water was caused, not by 


rates. 


Its decision con- 


the evidence and the 


any destructive action of the water 
as such, but solely by reason of the 
impact or collision of the fast-mov- 
ing car with the body of water. 
There was no claim or suggestion 
that the itself, as 
could have bent the tie rod 


water water, 


Rather 


it was the force of the collision 
with the puddle of water, in its 
character as just another tangible 
body or object, to which the occur 
rence of the accident was attrib 
uted. 

“The question for decision is, of 
course, the meaning of the policy 
terms embracing ‘loss caused by 

water,’ in their interrelation 
with the provisions excluding dam 
age resulting from ‘collision’ ot 
‘upset.’ In approaching that in 
quiry, account must be taken of 
‘the reasonable expectation and 
purpose of the ordinary business 
man’ in making the contract 
(Bird v. St. Paul Fire & Marine 
Ins. Co., 224 N. Y. 47, 51.) The 
words of the policy are to be read 
in context, the language construed 
fairly and reasonably, with an eye 
to the object and purpose sought 
to be accomplished by the writing 
Wise is the caution that courts are 
‘not to make a fortress out of the 
dictionary’ (Cabell v. Markham, 
148 F. 2d 737, 739), for, to cull 
from an opinion of Mr. 
Holmes, ‘A word is not a crystal, 
transparent and unchanged, it is 
the skin of a living thought and 
may vary greatly in color and con 
tent’ according to the 
stances in which it is used. (Towne 
v. Eianer, 245 U. 8. 418, 425.) 

“To ascribe to the concept of 
‘water’ damage the broad content 
urged by plaintiff, embracing any 
accident in any way traceable to 


Justice 


circum- 


Continued on page 62 
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Verdict 


Continued from page 61 


water, would not only extend the 
coverage far beyond that contem- 
plated by the policy, but would 
nullify the specific exclusion of the 
hazards of ‘collision’ and ‘upset.’ 
In view of the much lower pre- 
mium payable because of such ex- 
clusion the insured could not rea- 


sonably have expected the coverage 
of the policy to extend, neverthe- 
less, to the peril of ‘collision’ with 
a body of water or any other body 
or object. It might just as well be 
contended that the policy protects 
against a collision or upset occa- 
sioned by skidding on a wet or 
watery road. There could, of course, 
be no possible basis for any such 
claim, and the difference between 
a skid and what here occurred is 
one simply of degree, not of kind. 
The only fair and reasonable in- 
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Truly Stands Out 


Just as the Chartered Life Underwriter key stands out among 


the rules above, it stands out on its wearer—as a symbol of 


the achievement of special distinction in our business. 


That's the reason we encourage Bankers/ifemen to earn 


the right to wear this key... 


why we urge you other readers 


of this advertisement to consider doing so. There is still time 


to investigate how you may prepare locally for your CLU 


exams. 


BANKERS “fe COMPANY 
DES MOINES, IOWA 








terpretation is that ‘loss caused by 

. water’ within the sense of this 
policy covers only hazards natural- 
ly associated with water’s distinc- 
tive and peculiar properties and 
engendered by the destructive pow- 
er of water as such, as in cases of 
submersion, inundation or leak- 


” 


age. 


Named Assured 
Recovers for Injuries 


Another case which engendered 
considerable interest in recent 
months is Aetna C. & S. Co. v. Gen- 
eral Casualty Co. (N. Y. Supreme 
Court, Appellate Division, May 10, 
1955). In fact, attorneys for the 
National Bureau of Casualty Un- 
derwriters and Mutual Insurance 
Rating Bureau appeared in the 
case as amicus curiae. 

The case was submitted to the 
court on an agreed statement of 
facts. General Casualty issued a 
standard Auto liability policy to 
Paul Goldberg. The Aetna issued 
a similar policy to Harold Winder- 
baum. In South Carolina the Gold- 
berg car, driven by Winderbaum, 
collided with another car. Winder- 
baum had permission to drive and 
Goldberg was in the car at the 
time of the accident. Three suits 
were brought against Winderbaum 
in South Carolina which were 
settled by General Casualty. There- 
after, Goldberg brought a _ suit 
against Winderbaum in New York 
for personal injuries. General Cas- 
ualty refused to defend the suit 
claiming that coverage did not ex- 
tend to a personal injury claim by 
the named insured. 

The Aetna then took over 
the defense of Winderbaum and 
brought a third party action 
against General Casualty. The par- 
ties then made an agreement that 
Goldberg’s suit be settled by Aetna 
for $3,000 and that the question of 
coverage between the two carriers 
be submitted to the Appellate Divi- 
sion. The latter reached the fol- 
lowing decision: 

“It plainly appears that Winder- 
baum was covered by defendant’s 
policy at the time of the accident 
and entitled to its protection. By 
its definition of ‘insured’ defendant 
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made the benefits of the policy 
vailable to Winderbaum with the 
same force and effect as if he had 
been the named insured. Defend- 
ant recognized its obligation to 
Winderbaum when it assumed the 
defense of the South Carolina ac- 
tions brought by third parties 
against him, but it disclaims liabil- 
ity with respect to Goldberg’s in- 
juries because he was the named 
insured. Its disclaimer is based 
upon a non-existent exception and 
is an unjustifiable repudiation of 
the clear language it adopted when 
it formulated its insurance con- 
tract. 

“Defendant was not required to 
insure an authorized driver against 
a personal injury claim of the 
named insured. Nor was it pre- 
vented from doing so by statute 
or otherwise. It was entirely free 
to include or exclude such claims 
at the time it wrote the policy. It 
exercised its right in this respect 
by expressly excluding from cover- 
age property damage claims by the 
‘insured’ but remained silent as to 
personal injury claims. By ex- 
pressly excluding one and not the 
other, it necessarily conveyed to the 
policyholder the fact that his pre- 
miums purchased protection for the 
authorized driver against personal 
injury claims by the named in- 
sured. 

“Although not one of the facts 
stipulated, it is undisputed that the 
form of automobile liability policy 
used by defendant formerly con- 
tained a provision expressly ex- 
cluding personal injury claims of 
the named insured. In 1947, when 
its form in conformity with the 
standard form of automobile lia- 
bility policy was revised, the ex- 
clusionary provision was deliber- 
ately eliminated. Thus, defendant 
knew or should have known that 
coverage would extend to a personal 
injury claim of the named insured 
unless clearly excluded.” 

The court also pointed out that 
the same conclusion had _ been 
reached by courts in Wisconsin, 
New Hampshire, California, Colo- 
rado and Louisiana. A _ different 
conclusion was reached in Massa- 
chusetts and Connecticut, but the 
wording of the policies was differ 
ent. 


October 1955 





gent’ 
ANCE gee your HOMETOW" r 
INSUR: 


ron QuatiTY properry 





1 buy by brand 
4 you get 


found 
In the y run | have to 
fewe 


erty are 


have @ loss, 
company, and ¥ with The Home 
but if we 
sq y 


The Home Now, See Your 


comes | THE HOME 


current advertising Company 


4OMEtown Agent 


Sits LIGHMCE 
iy 


stresses (wo things . 
MAKINE 


7 Y v iL! 
the value of your FIRE AvTOROS 


Bounds 
services and the Jo ’ ndeverdent local agents and brokers 


ated by 
quality of the A stock company repres 

















protection you 


provide, 
This advertisement 
Remember the 


appears in color in 
“brand name” theme 
use it in your 
own selling efforts. 
You'll find that it’s 
a sound, sensible and 
effective way to turn 
prospects into 


policy holders. 





PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


100 Health Plans Detailed 
The U. 8. 
has recently 
“Digest of One-Hundred Selected 
Health and Insurance Plans under 
jargaining, 1954.” 


Department of Labor 


made available a 


Collective 

This report describes the prin- 
cipal features of 100 
health and 
effect in 1954. Plans are listed ac- 
cording to single employer and 
multiemployer. Explanatory notes 
tell of variations in plans, individ- 
uals eligible for benefits, etc. 


selected 


insurance plans in 


Por Further Information Cirele 49 on Card 


Table of Practical Equivalents 


A Spanish language edition of 


the Table of Practical Equivalents 
which 


clauses and covers used in vari- 


shows principal terms, 
insurance of 
risks is 


ous countries for 
cargo against transport 
now available. 

The International Union of Ma 
rine Insurance, in conjunction 
with the International Chamber of 
Commerce, has prepared the book 
for distribution. 

The book was designed for the 
benefit of bankers dealing with 
documentary credits and for im- 
porters and exporters, chambers 
of commerce, insurance brokers 
and agents and underwriters. Pur- 
chasers of the edition may also 
find it an aid in daily marine in- 
book is 


surance problems. The 





Study Compares Copying by Typewriter to Photocopying 
The American Photocopy Equipment Company, APECO, recently con- 
ducted studies which show why photocopying is replacing copy-typing 
and eliminating typist-fatigue. 
Photographs above illustrate the motion and sound 


the circular insert 


photocopying on APECO’s Dial-a-matic Auto-Stat. 


accompanying copy-typing on a 


sound track in 
typewriter and 
According to the 


company, typing involves 200 separate operations, while photocopy in- 


volves only six. 


In connection with its research activities, the firm is offering illustrated 
material explaining how photocopy can be successfully applied to any 
business office to speed and ease the flow of paper work and reduce costs. 


For Further Information Cirele 68 on Card 


INSURANCE 


USE REPLY CARD ON PAGE 66 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail. 

This reply card is not an order blank. 
lt merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











available in French, English, and 
German too. 


For Further Information Circle 50 on Card 


Telling Public of Agency Service 

An integrated series of public 
education materials on agency 
service has been prepared by the 
publicity department of Standard 
Accident Insurance Co. and affili- 
ate, Planet Insurance 

The material is intended to as- 
sist the companies’ agents in effec- 
tively telling the public of the 
many services rendered by inde- 
pendent local agents of capital 
stock companies. 


folders, booklets, 
window 


Included are 
blotters, special 
posters and newspaper 
ads. 


For Further Information Circle 51 on Card 


Data on Foreign Periodicals 

The Special Libraries Associa- 
tion announces a new monthly 
serial, “Translation Monthly.” 

An eight-page bibliography, the 
publication lists alphabetically by 
author current acquisitions to the 
SLA Translation Pool, located at 
the John Crerar Library, in Chi- 
cago. 

The serial is designed to fill a 
need of SLA members and of many 
professional groups who are re- 
quired to keep up with develop- 
ments reported in foreign periodi- 
cals, according to the SLA. 


For Further Information Circle 69 on Card 
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Insurance Market in Switzerland 

“The Insurance Market in 
Switzerland” has recently been 
released by the U. S. Department 
of Commerce. The eight-page pam- 
phlet of the World Trade Informa- 
tion Service discusses admission 
requirements, government super 
vision, etc. 

Life, fire, workmen’s compensa 
tion, old age and survivors, health 
and unemployment insurance are 
outlined. Five charts are included. 


For Further Information Cirele 52 on Card 


".. a Chinese Puzzle’? 


“Is Your Home Insurance a Chi- 
nese Puzzle?” and “For the 1 Man 
in 7 Who Wants Blue-Chip Insur- 
ance for His Home...” are book- 
lets being offered by Atlantic Com- 
panies to agents and brokers from 
coast to coast. 

Both of these selling pamphlets 
are written in non-technical lan- 
guage for easy understanding by 
home owner clients. The first book- 
let is designed to sell Homeowners 
Policies A and B, and the second 
booklet to sell only Homeowners 
Policy C. 


For Further Information Circle 53 on Card 


Office Uses for Flofilm 


“An Introduction to Microfilm” 
has recently been released by Die- 
bold Inc. This booklet discusses 
the uses of Flofilm—the latest in 
microfilm—for business. 

Included in the pamphlet is an 
explanation of microfilming, a list 
of applications of microfilming in 
the office, an outline of the new 
Flofilm system, a discussion of 
procedural! microfilm, and illustra 
tions of Flofilm cameras. 


For Further Information Cirele 54 on Card 


Typewziter Ribbon Can Be Erased 

The unique “Del-e-tape,” an 
eradicable typewriter ribbon, has 
been placed on the market by 
Aetna Products Company. 

A recent survey by Aetna of 
typists in 100 companies within 
the New York metropolitan area 
revealed that 39 per cent of typists 
studied preferred an eradicable 
ribbon and 29 per cent indicated 
they liked it as well as a conven- 
tional ribbon, Aetna announced. 

The eradicable ribbon and eradi- 
cator are now in use in banks, 


Continued on page 66 
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INSURANCE SALES 


are increased and made more 
profitable through use of the 
Company's unique Mortgage In- 

surance Sales Kit. This Kit, com- 

plete with a phonograph train- 

ing record, contains all the 

materials needed to make a 
convincing Mortgage Insurance 
presentation. It is one of four 

similar Kits, each based on field 

tested procedures which accel- sel fl 
erate the sales effectiveness of Ese mf 
the career life underwriter. ae 
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LIFE INSURANCE COMPANY OF IOWA 





Use One of These Five Factful Monthly Letters 
Imprinted Especially For You To Create Prestige: 


NET AFTER TAXES ... BUSINESS SECURITY ... INSURED 
PENSIONS . .. EMPLOYEE BENEFIT PLAN REVIEW .. . 


INSURANCE BUYERS NEWSLETTER 


Write Fer Sample Cepies 


CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 


166 W. Jackson Blvd., Chicago 4, Ill. 











PARLIAMENTARY SLIDE RULE 


settles questions of parliamentary procedure for committees and meetings 
operating under standard rules of order. This vinyl plastic slide rule provides 
immediate answers to eight basic questions on the 36 most common motions 


Based on Robert's Rules of Order Revised. Excellent for gift 
PAN-L-VIEW, 708 Church Street, Evanston, Illinois 


$3 postpaid 











Products & Services 


Continued from page 65 


legal firms, accounting firms, mail 
order houses, and statistical or- 
ganizations among others, the com- 
pany said, 


bor Purther latormation Circle 55 on Card 


Leaders in Commerce & Industry 

“Who’s Who in Commerce and 
Industry” has recently been pub- 
lished by Marquis-Who’s Who, Inc. 
Compiled by the editors of “Who's 
Who in America,” the book con- 
tains biographies-in-brief of 20,- 
000 top executives the 
world over. 

A new feature of the 20-year-old 
volume is a two-way index, with 
listings by individual and listings 
by firm name. 

The editors of the book recom- 
mend it particularly to sales exec- 
utives, ad men, investment bro- 
kers, insurance agents, personnel 
men and business executives who 
need to know personal facts about 
clients, prospects and other execu- 
tives they meet in their day-to-day 
business dealings. 


business 


For Purther laformation Cirele 56 on Card 


Secretariat 


New Case Holds Calling Cards 

The “Secretariat,” an 
calling card case, has been intro- 
duced by the Bull’s Eye Products 
Company. 

Primarily intended as an adver- 
tising gift, the Secretariat pro- 
vides space for trade mark or 
other design in gold-stamp. The 


indexed 


66 


piece is available through station- 
ery and department stores and 
gift shops. 

Up to 500 cards may be accom- 
modated in the case without clip- 
ping. The Secretariat comes in 
colored simulated leather, with 
handsome tooling, a 25 group al- 
phabetical index, 50 blank name 


and address cards, and a brass 
card stopper. 


For Vurther Information Cirele 57 on Card 


“Where Is U.S. Economy Headed?” 


A booklet of 118 pages, contain- 
ing the views of more than 25 
leading economists, educators and 
business executives, has been pub- 
lished by New York University. 

Entitled “The United States 
Economy—Where is it Headed?”, 
the pamphlet is a record of the 
second annual Dean’s Day Home- 
coming Conference conducted 
March 12 by the Alumni Associa- 
tion of the graduate School of 
Business Administration at NYU. 

Included are speeches by Dr. 
Roger F. Murray, vice president 
of Bankers Trust Company, and 
Dr. George T. Conklin, vice presi- 
dent of Guardian Life. 


Por Further Information Circle 58 on Card 


How to Produce Film Strips 

A new Kodak Data Book, to help 
photographers carry out the nec- 
essary steps in transforming flat 
copy and photographs to a film- 
strip or slide sequence, has been 
issued by Eastman Kodak Co. 

The new book is entitled “Photo- 
graphic Production of Slides and 
Film Strips.” Procedures and 
techniques, thoroughly discussed, 
cover producing such presenta- 
tions in small quantities at rela- 
tively low cost with conventional 
photographic equipment. 


Vor Further Information Cirele 59 on Card 


Savings of Collating Figured 

A specially designed collating 
cost calculator, that determines 
time and money savings of me- 
chanical paper gathering over 
manual methods, is now offered 
free of charge by Thomas Collators 
Inc. 

The Thomas Collating Cost Cal- 
culator is operated similar to a 
modified slide rule. An office effi- 
ciency aid, the calculator permits 


easier scheduling of up-coming 


collating jobs as well as operating 
personnel, 


For Further Information Circle 60 on Card 


Auto-Fold 


New Machine is Rapid Folder 
Premier Auto-Fold, 
by Martin-Yale Ine. of 
will provide greater economy in 
quantity mailings, the firm has an- 


developed 
Chicago, 


nounced. 

The Auto-Fold, an automatic 
folding machine, will handle stock 
up to 94% inches wide by 14 inches 
long. Notices, reports, memos, 
statements, bulletins, bills, adver- 
tising materials and regular corre- 
spondence can be accommodated 
by this device—only a little larger 
than a typewriter. 


For Further Information Circle 61 on Card 


Drink-Up—New Flower Pot 


Drink-Up, a new planter de- 
signed “to replace the old-fash- 
ioned flower pot,” has been placed 
on the market by the Drink-Up 
Company. 

The new device has a food and 
water reservoir and a watering 
and feeding wick, making it pos- 
sible to feed and water the plant 
through its roots—as nature does. 
Available in bronze or ebony sty- 
rene plastic, Drink-Up is 8% 
inches wide and 3% inches high. 


For Further Information Cirele 62 on Card 


Postmark Used for Advertising 


An illustrated “Guide to Post- 
mark Advertising’ has been pub- 
lished by Pitney-Bowes, Inc., for 
distribution free of charge to busi- 
ness, institutional and other users 
of the mails and to teachers of 
advertising and public relations. 

Postmark advertising is a small, 
poster-like ad that appears along- 
side postage meter stamps on let- 
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ters. The new handbook discusses 
this advertising medium and pre- 
sents a page of examples. 


For Further Information Circle 63 on Card 
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COUNTER SIZE SPECTACULARS 


~ 
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New Spectacular 


Counter-Size Spectacular Display 

Newest wrinkle in advertising 
display signs is the black light 
counter-size spectacular just put 
on the market by Black Light Cor- 
poration of America. 

The Blak-Ray advertising fix- 
tures bring out the fiery colors of 
fluorescent paints to create point- 
of-interest display signs. Weigh- 
ing little more than a pound, the 
fixture has spring-tension clips on 
the back into which fluorescent 
placards or shadow box displays 
can be slipped. 


For Further Information Circle 64 on Card 


High-Speed Folding and Opening 


The new Faltex Folding and 
Letter Opening machine combina- 
tion is now offered by Lansdale 
Products Corporation to aid in 
meeting the increased demand for 
automatic handling of office rou- 
tine work. 

This device will fold mass mail- 
ings at a rate of up to 10,000 per 
hour. A variable speed motor al- 
lows the machine to run _ slow 
where needed for special type light 
or heavy paper. The automatic 
feeding mechanism is optional and 
may be attached to Faltex ma 
chines already in use. 


For Further Information Circle 65 on Card 


Garments Light Up at Night 


Garments that “light up” under 
auto headlights at night wil! be 
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introduced nationally this fall. The 
clothing looks like any other gar 
ment by day. At night, however, it 
glows a bright silver, visible for 
hundreds of yards when in the 
range of car lights. 

The yarn that makes pedestrians 
easier to see at night is “Flecton” 
reflective yarn, made by 
Mining and Manufac 
turing Co. William Skinner and 
Sons and Munsingwear Inc. will 
offer jackets, snowsuits, rain coats 
and mittens, sport shirts, socks 
and caps with the new gray yarn. 


For Further Information Circle 66 on Card 


Time-Saving Desk Calendar 

Latest in memo-appointment cal 
endars is a handsome new desk 
unit called “Daydex.” 

This 
arrangement of pages, hours and 
dates that keeps the daily schedule 
for the entire week always visible, 
yet only today’s memo notes on 


brand 
Minnesota 


calendar has a patented 


top. 

Each notation is designated by 
of month, and 
permit in- 


day of week, day 
hour. Indented 
stant reference to any day. Of sea 


gray styrene, the new “Daydex” is 
when 


pages 


6142 inches by 8% inches 
closed. 


For Further Information Circle 67 on Card 


“Daydex"’ 
India Insurance Book Released 


An “Indian Insurance Direc 


tory” has been released by In 
surance Intelligence Publications, 
P. O. Box No. 207-A, 8, Horniman 
Circle, Fort, Bombay 1, India. 

The publication contains a di 
rectory of associations, societies 
and the like; a 
graphical divisions and 
information; a discussion of insur 


section on geo 
genera! 


ance legislation and tables. 
Further information may be se 

cured through Insurance Intelli 

gence Publications at the Bombay 


address. 
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@ Private telephone in your offices 
@ 2-way loudspeaker in work areas 


DIRECT-A-CALL 


Help your staff get more done with 
less effort, by eliminating waste 
motions. Connecticut's new DIRECT- 
A-CALI 
quiet, dignified telephone intertom 
combined with the convenience of 
two-way loudspeakers in work areas, 
Phones and speakers can be connec ted 
in any combination on one DIRECT- 
A-CALL system. Pushbutton signalling 
on all phones, makes every phone 
a “master” station. Voice-clear inter- 
communication with handsome plastic 
phones that need virtually no mainte 
nance, Anyone can install it easily; 
plugs into 110 v. outlet. Handles 
up to 10 stations, 


gives you advantages of 


Typical 5-station system s 17950 complete 


Large Automatic Systems 
Connecticut's automatic, dial- 
operated systems serve from 5 to 
5,000 stations. Features: voice 
paging, central dictation, executive 
priority, conference circuits, ete. 


TELEPHON 
192 Britannia St. Meriden, Conn. 


Send literature and prices on DIRECT. 


A-CALL systems for ~wftations. 


NAME —_______ 
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Specific Purpose Term Plan 

10- Year Convertible 
Term policy to meet the demand 
for specific 


A new 


pur- 


pose coverage has a 


x 


been started by 
Southern Life and 
Health. The new 
plan can be used 
in connection with 
short-term  busi- 

ness loans, short-term mortgages, 
etc. 

The company anticipates a need 
for the policy among certain col- 
leye students such as future law- 
yers and physicians who normally 
face several 
after 
they 
tion. 

At any time within eight years 
of the date of issue, but not after 


non-earning 
graduation 
desire 


years 
during which 


inexpensive protec- 


age 60, the policy may be con- 
verted to permanent 
without evidence of insurability. 


insurance 


For Purther tafermation Cirele 271 on Card 


Reducing Premium Plan 

A new Ten Payment Life policy 
designed specifically for funded 
premium 
nounced by Bankers National Life 
of Montclair, N. J. 

A reducing premium plan, the 
policy provides for a 50 per cent 


plans has been an- 


68 


ri 
beaiiailis 


ay 
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‘ 
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premium reduction beginning with 
the sixth year. At age 35 the an- 
nual premium per $1000 of in- 
surance for the first five years is 
$75.12. The second five years pre- 
mium is reduced to $37.56. Par- 
ticipating with a minimum issue 
of $50,000, the 
issued standard only at ages 1 
through 70. 

The new policy will have first 
year cash values and first year 


policy will be 


dividend contingent upon payment 
Divi- 
dends will be accumulated at 3 


of second year premium. 


per cent and all settlement op- 
tions will be available. 


Por Further Information Cirele 272 on Card 


Security Package for Small Firm 

A “packaged” employee security 
program for businesses employing 
fewer than 25 persons has been 
designed by Prudential. 

Included among the benefits are 
life insurance, reimbursement for 
surgical 

for loss of time 
from work because of sickness or 


hospital and expenses, 


and payments 


accident. 

Under the Employee Security 
Program, individual life 
ance benefits range from $2000 to 
$5000; hospital room and board 
benefits from $8 to $15 daily, and 
payments for loss of time from 


insur- 


work because of sickness or acei- 
dent from $20 to $35 weekly. Pre- 
miums may be paid monthly by 
employer or by employer and em- 
ployee jointly. 


For Further Information Circle 273 on Card 


Sun Life Announces ‘Thriftmaster’ 
“Thriftmaster”—a low rate pol- 
icy, with substantial cash values 
has recently been announced by 
Sun Life of America. 

The new policy may be issued 
in $10,000 or any amount above 
that figure. Full face amount pro- 
tection is provided for life, with 
premium payments ceasing, how- 
ever, on the anniversary of the 
policy nearest age 85. 

Persons from 10 to 65 are eligi- 
ble. All the usual non-forfeiture 
benefits are included. Under the 


disability provision, premium is 
waived for the eligible at no extra 
cost in event of disability. 


For Further Information Circle 274 on Card 


UB Launches Family Protector 

The Family 
life policy —has_ recently 
initiated by the United 
Life. 

Designed to protect from 10 
specified hazards, the policy may 
with 
dread disease 


Protector—a new 
been 
Jankers 


be written in conjunction 
hospitalization or 
policies. 

Some losses covered are acci- 
dental loss of one hand, accidental 
loss of both hands, accidental loss 
of both eyes, and death from acci- 
dental means. The Family Pro 
tector also provides cash value, 
paid-up insurance and extended 


insurance. 
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‘Junior Estate Builder’ Makes Bow 

“The Junior Estate Builder,” a 
permanent life insurance plan for 
boys and girls, has been released 
by the Colonial Life. 

Described by the company as 
“new and different,” the plan pro- 
vides for two automatic increases 
in the amount of life insurance 
protection instead of a single in- 
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crease. At age 18 the increase is 
three times the amount originally 
applied for, and at age 25 the in- 
crease rises to five times the origi- 
nal face amount. The premium 
never increases. At age 65 the 
plan becomes fully paid up. 

In addition to low cost, level 
premium life insurance, the “Jun- 
ior Estate Builder” contains all 
the usual non-forfeiture benefits. 
Boys and girls from 0 to 14 are 
eligible and no medical examina- 
tion is ordinarily required. The 
maximum amount which may be 
written is five units — original 
face amount of $5,000. 


For Further Information Circle 276 on Card 


New Policy for Home Dwellers 


A revision of the Tenants In- 
surance Policy has been an- 
nounced by Chubb 
and Son. The 
“package policy,” 
originally design- 
ed for the apart- 
ment dweller, may 
now be written to 
insure tenants of 
private dwellings. 

Household and personal prop- 
erty are protected by the “pack- 
age” against a broad group of 
selected perils. Comprehensive 
personal liability is also covered. 

According to the company, the 
premium structure for this new 
coverage will represent consider- 
able savings to the insured. The 
company also announced a revi- 
sion of the premium structure for 
the apartment dweller, intended 
to permit an appreciable premium 
reduction. 

Now effective in New York, the 
revision has been approved also 
in Connecticut, Pennsylvania, and 
Indiana. 


For Further Information Circle 277 on Card 


Policy Protects Liable Tenant 

A policy titled Legal Liability 
for Fire and Explosion has been 
placed on the insurance market 
by Cravens, Com- 
pany. 


Dargan and 


October 1955 


This policy covers all sums up 
to the stated limits which a ten- 
ant may be forced to pay for loss 
to the named buildings caused by 
fire or explosion due to the ten- 
ant’s carelessness or negligence. 
The insuring company agrees to 
defend suits arising out of these 
circumstances and to pay the ex- 
penses incurred in such suits. 


For Further Information Cirele 278 on Card 


Auto Installment Premiums 


A new, broad automobile insur- 


ance policy for individually 


owned private 


coupled with a new premium pay- 


passenger cars 


ment plan—has been announced 
by Zurich-American Insurance 
Companies. 

Additional 
vided under all coverages: 


protection is  pro- 
bodily 
injury, property damage, medical 
payments, comprehensive and col- 
lision. 

The premium may be paid in 
two installments—one-half at in- 
ception date and the remainder 
in six months, with no carrying 
charge (except in states where 
such an arrangement is not per- 
mitted). This allows agents to 
meet the premium-payment com- 
petition of the six-month policy, 
yet retain all the advantages of 
the one-year policy, the companies 
said. 


For Further Information Circle 279 on Card 


Drops Auto, Liability Rates 


A new plan for writing Auto- 


mobile and Comprehensive Per- 
sonal Liability coverage has been 
launched in Ohio by Eureka Cas- 
ualty of the Fire 
Group. 


Association 


The protection will be provided 
at approximately 20 per cent 
from rates presently 
charged, the company 


Premiums will be paid the com- 


savings 
revealed. 


pany in advance of policy prep- 
aration at the head office, renew- 
als will be automatically proc- 
essed, and bills for continuing 
coverage sent by the firm to the 
agent. 

Either six or 12 month policies 


will be written. Comprehensive 


Personal Liability 
be added at the same discounts 
applicable to the Automobile sec- 
tion. 


For Further Information Circle 280 eon Card 


coverage may 


Improved Hospitalization Policy 


A non-cancellable-guaranteed 


renewable hospitalization policy 


has been placed 
on the market by 
Inves- 
Two 


American 
tors Life. 
benefit increases 
on the revised 

policy are: the 

maternity benefit 

rise from $100 to $125; and the 
addition of a $5,000 polio benefit 
in lieu of all other hospital bene- 
fits. 

One of the many fringe bene- 
fits of the policy is the accidental 
death and dismemberment bene- 
fit of up to $1,000 with up to 
$2,000 for specified carrier acci- 
dents. Also, the entire amount 
of premiums paid to the company 
are returned if accidental death 
occurs previous to age 65. 
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Auto Death & Disability Policy 


Fireman’s Fund Group has in- 
troduced its new Automobile 
Death and Specific Disability 
fenefits endorsement through the 
11 Western states and Alaska 

Policyholders may have any 
one, two or all three of the cover- 
ages: death-dismemberment, loss 
of sight, fractures and disloca- 
and total disability. Only 
persons gainfully employed are 
eligible to buy total disability cov- 


tions 


erage. 

Coverage A_ (total disability 
benefits) have $3 premiums an- 
nually for $25 weekly indemnity, 
for $50 weekly 
B (death 
benefits) may be written for 
$5,000 or $10,000 for annual 
premiums of $2 or $4. 

Coverage C€ dismemberment 
and loss of sight, and fractures 
and dislocations) up to $5,000 or 
%10.000 for dismemberment and 


or $6 annually 


indemnity. Coverage 


Continued on page 70 
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loss of sight, and up to $175 or 
$350 
tions. 


for fractures and disloca- 

The premium is $1 an- 
nually for $175 and $5,000 com- 
bination or $2 annually for $350 
and $10,000 combination. 
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Major Medical Added for Groups 


Great Southern Life has made 
six major changes in Agents and 
Employe Benefit Plans, effective 
September 15. Two are additions 
to the benefit schedule and four 
are liberalizations of 
benefits. 


existing 


The new coverages provide for 
the company to make available a 
program of major medical insur- 
ance for employes and their de- 
pendents, and agents and their 
Under the major 
medical plan, 75 per cent of all 
covered medical expenses up to 
$5,000 will be paid, exclusive of 
an original deductible amount. 
This deductible will be equal to 
the benefits under the 
basic hospital and surgical plan 
plus $200. 

Also a new coverage is the con- 
tributory group life insurance 
plan. For employees with annual 
salaries of $10.000 or less, the 
amount of contributory group life 
will be equal to one year’s salary. 
For employees with annual sal- 
aries of more than $10,000, the 
contribution will be greater but 
will not exceed $25,000. 


dependents. 


payable 


For Further Information Cirele 284 on Card 


Group Plan for Small Company 

A new 10-Up Group Insurance 
Plan for firms with 10 to 24 em 
ployees has recently been intro 
duced by Mutual of Omaha 

The plan, with optional loss of 
earnings benefits added and pro- 
hospi- 


visions for miscellaneous 


tal expenses greatly expanded, 
pays up to 13 weeks for both sick- 
ness and accidents when totally 
disabled. 

Plans of $8, $10 or $12 for daily 
hospital room and board benefits 
are available to pay for as long 
as 31 days of each period of hos- 
pital confinement. 


For Further Information Circle 283 on Card 


Contracts and Policies Notes 
New York Life has announced 
a new liberalized program for in- 
suring persons who present civi- 
lian aviation hazards Lower 
aviation extra premiums and 
larger maximum limits of insur- 
ance with full aviation coverage 
are made available for many ci- 
vilian risks. 
will 


Members of the military 


receive increased coverage with- 
out war restrictions through lib- 
Pan- 


eralization of policies of 


American Life. 


Life of Vermont has 


announced a change in its bylaws 


National 


which removes limitations on the 
size of individual policies issued. 
The limits 
remain 


company’s retention 
unchanged, and the ad- 
amounts will be made 


re-insurance. 


ditional 
available through 


Mutual Life of New York has 
increased its retention limits for 
standard and special class risks, 
including waiver of premium and 
double indemnity. 


Rate changes in automobile col- 


lision insurance resulting in an 
overall average reduction of 4 per 
cent have been put into effect by 


Allstate in New York State. 


Idaho 
holders of State Farm Insurance 


Minnesota and policy- 


Companies are enjoying lower 


rates, the com- 
New 
for most Minnesota policyholders 
were effective August 29, and for 
Idaho policyholders on September 
and October 10 


policyholders). 


auto insurance 


pany has announced rates 


1 (new members 
present 
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FFS Classes 


Continued from page 27 


new methods in education for mod- 
ern living. 

Let’s first visit the West—Ari- 
zona, 

Miss Margaret Booher attended 
her first workshop in 1951 at the 
University of Pennsylvania. She is 
from Tucson, Arizona, and told us 
that the population of that city 
has tripled in the past twelve years. 
The high school has 6,000 pupils, 
and the academic day runs from 
7:15 a.m. to 5:45 p.m. Two addi- 
tional schools are being built, how- 
ever. 


The 12th grade level has a sepa- 
rate unit on Family Finance, while, 
for the 9th grade level and above 
Family Finance is integrated with 
other courses. Tucson teachers 
plan to extend this integration to 
Junior High Schools as well. 


Miss Booher explained that 
teachers stress the need for educa- 
tion in thrift—how to prepare 
thrifty meals and how to make a 
home more attractive while con- 
serving family funds. There is 
also a management unit in which 
students learn about such things 
as the family paycheck, savings and 
regular bank accounts, and the 
value of insurance. 


In connection with Family Fi- 
nance, students hold discussions 
and decide what points they are 
most interested in. As a follow-up, 
invitations are extended to busi- 
nessmen to address the students 
and answer questions. Insurance 
executives, bankers, lawyers, and 
architects have come to the school 
and held informal sessions with 
the pupils. Visual aids in the form 
of motion pictures and _ booklets 
have been obtained from the Insti- 
tute of Life Insurance, Household 
Finance Company, the Better Busi- 
ness Bureau and other sources. 


Most girls taking the course are 
interested in what might be called 
the finance of marriage home 
management, housing, child care, 
family relationships, and personal 
problems. 


Miss Booher spoke of the fact 
that many teachers recognize the 
need for Family Finance education, 
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but are hesitant because they feel 
they are themselves in need of 
training. This is where the work- 
shop program does its best job—it 
teaches the teachers. Unfortunate- 
ly, most teacher-training schools 
do not offer courses in Family 
Finance. 

Parents in Tucson have also 
favored the Family Finance units. 
At first there were the usual bar- 
riers to be broken down on money 
matters. Most people think that 
the financial arrangements of a 
family should be discussed only 
within its four walls. Teachers 
recognize this and act accordingly 
There is no probing into individual 
family incomes as such. Pupils 
may, however, keep personal ex- 
pense books as a home project. 
They record such items as shop- 
ping expenses, dinner menus, and 
the expenses peculiar to a graduat- 
ing class. 

Many of the students belong to 
the F.H.A.—Future Homemakers 
of America, a national organiza- 
tion. Pupils select a goal and carry 
it through as members of the school 
and home community as well as 
members of the local chapter of 


F.H.A. 


Beyond the Rockies 


Over the Rockies, in California, 
Family Finance is reaching adults 
as well as students. 

On an adult level, San Bernar- 
dino Valley College has been bring- 
ing the message of Family Finance 
to those already out of school. Mrs. 
Beatrice White, chairman of the 
Home Economics Department, told 
us about the C.E.P.—Community 
Edueation Project. Through the 
media of radio and TV, men and 
women throughout the community 
can continue their education on 
broader levels. 

With help from the Ford Foun- 
dation and the cooperation of the 
local radio station, C.E.P. has pros- 
pered as a popular activity. As 
Mrs. White pointed out, Family 
Finance is a “natural” for such a 
program. It is now a definite part 
of C.E.P. and future expansion is 
expected. Much of the material 
used in the program has been ob 
tained as the result of the work 
shops 

Continued on page 72 
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From California let us move to 
Baytown, Texas. Here is a com- 
munity of 35,000 devoted largely 
to the refining of crude oil. Johnny 
Riley, who attended his first work- 
shop at Southern Methodist Uni- 
versity in 1952, has been teaching 
business education, bookkeeping 
and typing at Robert E. Lee High 
School in Baytown. After his first 
workshop he drew up a program to 
be given to seniors only and called 
“Home and Family Living.” A 
rough outline of this course runs 
as follows: 1. Improving personal- 
ity discussing the role of en- 
vironment and its effect on the stu- 
dent is studied. 2. Teen age prob- 
lems——here the student learns how 
to cope with problems at home, in 
his school, on dates, etc. 3. Mar- 
riage—-what it means, what it 
costs, money management, budget- 
ing, savings, investments, cost of 
food, clothing and shelter, children, 


and general financial matters (in- 
surance, mortgaging, automobile 
buying). ae 8 

The aim here is to mix Family 
Finance in with the many other 
problems of teen age and adult 
life. Baytown has its own prob- 
lems. Income is rather high and, 
very often, both parents work. Not 
many students work after school. 
Most go on to college. We might 
note in passing that of particular 
interest to students in Baytown is 
investments. Their closeness to the 
oil business probably accounts for 
this. 


“Consumer Math" 


In addition, 1953 saw the in- 
auguration of a course in Consumer 
Mathematics. This is also limited 
to seniors and consists entirely of 
Family Finance material. 

Mr. Riley is aware of the keen 
interest that boys and girls have 
in financial matters. ‘““The average 
teen-ager is interested in money 
and marriage and the connection 
between them,” he said. “We try 
to make our youngsters realize 





ATTENTION 


Be your own Insurance Company! — under “Dayplan” the agent earns 


that, out of five broken marriages, 
three are the result of lack of 
preparation in financial as well as 
other matters.” 

There is a definite tendency to 
marry early these days and any 
counsel and preparation the school 
can give is of inestimable value. 
Those students who tend to over- 
look the practical side of marriage 
learn that money, besides moonlight 
and roses, plays a part. 

Above and to the left of Texas 
we come to the State of Utah and 
Salt Lake City, founded as a Mor- 
mon settlement. Here again, we 
found another enthusiastic pro- 
moter of the Family Finance pro- 
gram—Miss Gladys Walz, consul- 
tant on Homemaking in the Salt 
Lake City School system. Miss 
Walz also teaches two 12th grade 
classes. 

In this school also students and 
teachers working together are 
helping to solve money problems. 
In September, 1954, pupils began 
to keep personal accounts. Among 
50 girls, an average of $48 per girl 
was available for spending, some 
of this having been earned during 
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summer’ vacation. During the 
month they started keeping the 
accounts, an average of $42 was 
spent, the balance saved. 

Many of the pupils were con- 
cerned with dating expenses and 
the usual expenses attendant upon 
graduation. Teachers and pupils 
held discussions on the purchase of 
a trousseau, being “saleswise’” in 
buying household appliances, de- 
ciding what and when to buy, and 
planning their future homes. 

On the question of insurance, 
some of the boys had already had 
experience through G.I. insurance 
and auto coverage. Income tax 
returns were also studied. 

We asked Miss Walz for some of 
the favorite questions of her stu- 
dents. She replied that they seemed 
most interested in installment buy- 
ing, whether to buy or rent a 
home, and whether the cost of pre- 
pared or frozen foods was worth 
the saving in time and meal prepa 
ration. 

The parents of Miss Walz’s stu- 
dents take an active interest in the 
program. Some have their own 
budgeting problems, and others are 
not quite sure of the allowan 
that should be given to their chil- 
dren. Miss Walz has found that 
even 8th graders are interested 
Family Finance, and she feels that 
information relating to finance 
should be given at an earlier age 
than was formerly thought fea 
ible. 

To the East lies the great, 
sprawling city of Chicago—a con 
munity of slums and skyscrapers, 
rich and poor. 

In the case of John Graven, 9th 
grade teacher at Kelly High School, 
Chicago, there are special problems 
involved in his Family Finance 
program. Mr. Graven’s pupils are 
from lower middle-income homes. 
The average family income is about 
$55 per week. In 80 per cent of 
the families credit buying is a 
necessity. Most of the high schoo] 
pupils go on to jobs involving un 
skilled labor, and about 10 per cent 
drop out of school for full-time 
work to help their families. 

Needless to say, Mr. Graven has 
concentrated on his course in Con- 
sumer Credit. By means of pic- 
tures and “flannel board” tech- 
niques (small posters backed with 

Continued on page 74 
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sandpaper that adhere readily to a 
fluffy surface) he presents in a 
most graphic manner just what 
credit buying means. 

Mr. Graven also teaches a course 
in business training. Among the 
units included are: cost of credit, 
how to compute interest, small 
loans, promissory notes, maturity 
dates, what a discount is. Each 


un. 4 1400 


unit gives Mr. Graven an oppor- 
tunity to combine financial infor- 
mation with problems in mathe- 
matics. In the near future he 
hopes to include in his Consumer 
Course such additional units as: 
insurance, money and _ banking, 
taxes and budgeting. 

One last swing South takes us to 
Virginia and to another school sys- 
tem cognizant of the merits of 
Family Finance Education. 

Miss Sarelda James is a teacher 
of mathematics at Booker T. Wash- 


A real eye-opener 


about Prudential’s brokerage service 


“For a number of years now I haven't 
written too much life insurance,” says 
Harry H. MeFarlin (right) of Riverdale 
Maryland, Executive Vice President of the 
Maryland Association of Insurance Agent 
(shown here with Dale A. Jackson 
Manager of Prudential’s Potomac Agency, 
Washington, D. C.) 


“TL was flying blind until I learned 


how I could substantially increase 
my income and at the same time 


render my clients invaluable service 


“This exceptional service has helped me 
make a lot of new contac ts, strengthe n 
old ones and even with all the help 


from Prudential, I still get the 


full commission.” 


TO: BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s BrokerRace service and how it will 


make Live sales easier for me 





ADDRESS __. 


PHONE 


10 Tho 
o s 
~? id 


THE PRUDENTIAL 


INSURANCE 


COMPANY O AMERICA 


1875-—Protecting the Pamily~195$ 


Life lnsurance * Annuities © Sickness & Accident Protection * Group Ineurance * Group Pensions 








ington High School, Norfolk, Va. 
This school is located in a rather 
low income area in which the need 
for financial guidance for pupil 
and parent is strong. The manage- 
ment of money is integrated into 
such courses as Economics, Social 
Studies and Homemaking. 


There is a course for juniors and 
seniors in Consumer Mathematics 
which includes such topics as: sta- 
tistics, buying, budgeting, home 
financing, consumer credit, taxa- 
tion, insurance and investments. 


Miss James is a graduate of the 
1952 University of Pennsylvania 
Workshop. Since she was also a 
member of the curriculum guide 
committee for Norfolk secondary 
schools, she was able to put the 
knowledge she gained at the work- 
shop to good use. Not only is 
Family Finance taught in her 
school, but the city of Norfolk has 
become interested. 


A committee appointed by Super- 
intendent of Schools John 
baker is developing a Pilot Pro- 
gram in cooperation with the Uni- 
versity of Pennsylvania and the 
National Committee, headed by Dr. 
Herold C. Hunt, Under Secretary 
of Health, Education and Welfare. 


srew- 


This September, about 8 teachers 
trained in Family Finance will be 
available in that school system. Two 
elementary schools have also been 
selected for Family Finance units. 


As in other cities, local business 
men have come to talk to the stu- 
dents and answer their questions. 
Experts in the following fields have 
been heard: home appliances, real 
estate, installment buying, taxa- 
tion, social] security, credit, insur- 
ance, banking, and personnel. 


Last March, a local station con- 
ducted an interview on TV with 
three students as guests. They 
were questioned on the material 
they had studying in the 
classroom. In this way, parents 
and other adults got a good idea of 
the work in Family Finance as well 
as some information pertinent to 
their own every-day lives. 


been 


Family Finance units are also 
used in social studies and business 
training courses and may be intro- 
duced into adult education courses 
in the near future. 

Our journey is nearly over, and 
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we end where we began, near the 
quiet halls and libraries of the 
University of Pennsylvania. David 
Ruberg, principal of the Henry C. 
Lea Public School, Philadelphia, 
told us about his experience at 
Family Finance Workshops. 


Mr. Ruberg has been a teacher 
of mathematics and, in addition, 
has a background strong in ac- 
counting and other financial sub- 
jects. After attending the 1952 
Workshop at the University of 
Pennsylvania he contacted his As- 
sistant Superintendent of Curricu- 
lum Development and asked per- 
mission to begin an _ in-service 
course for teachers. 

The suggestion was well re- 
ceived. In March, 1954, 40 teachers 
throughout Philadelphia attended 
a seven-weeks course in Family 
Finance. Last September the time 
was increased to two semesters. 
It is one of the most popular in- 
service courses in the city. Teach- 
ers do not receive college credit for 
completing it, but credit is applied 
to promotions, ete. 


Mr. Ruberg conducts the course 
with the help of guest lecturers 
from the Wharton School and froin 
financial and business institutions. 


Planning a Handbook 


In the Spring of this year Mr. 
Ruberg returned to the University 
to help formulate a handbook for 
the teaching of Family Finance. He 
believes that Family Finance 
should be a “package” course and 
not face a _ possible dissipation 
through integration with other 
courses (this is a personal opinion; 
he does not officially represent the 
Philadelphia school system). 


“These Workshop Programs,” 
says Mr. Ruberg, “have focused at- 
tention on the great need for edu- 
cation in Family Finance. Family 
Finance education is for life, not 


” 


just for the passing school year 


Across the length and breadth 
of the country these men and 
women carry on the important 
work of Family Finance. For 
adults as well as teen agers, edu 
cation in what may be called “dol- 
lars and sense,” is becoming ac- 
cepted in more and more communi- 
ties, large and small 
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BROAD, LIBERAL, AND SOUND 


Che Lincoln National field man offers impaired-risk protection as 

broad, as liberal, and as sound as modern underw riting and actuarial 

science can make it. Backed by a company with 43 continuous 
years’ experience in the substandard field, 
he brings the comfort and protection of 
life insurance to impaired risks with ex- 
pected mortality as high as 500°% 


Lincoln National's broad, impaired-risk 
coverage is another reason for our proud 
claim that LNL is geared to belp its 
field men. 


The LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
Its Name Indicates lis Character 


S504 Slwnversary -/955 








FOR 60 YEARS 
MUTUAL TRUST 


PRODUCERS HAVE ENJOYED THE 
COMPETITIVE ADVANTAGES OF: 


I” Low Net Costs 

Flexible Settlement Options 
Net Level Premium Reserves 
A Strong Surplus 


For 50 years, Mutual Trust has been soundly end 
economically managed on a purely mutual basis 

for the benefit of its policyholders 

In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in 

Cal., Conn., la, lll, Ind., Mass., Me.,Mich., Minn, NW 
” : NJ. N.Y. NLD. Ohio, Pa. 2.1, Vt. Wash, Wis 
As Faithful as 


Old Faithful’ 


PROFITABLE GENERAL M WUTWAL TR Wh Wa 


AVAILABLE LIFE INSURANCE COMPANY 
Write to the 135 §. LA SALLE STREET. CHICAGO 


Agency Secretary 


Roy yal Exchange 


111 JOHN STREET, NEW YORK 








We Must Return to the Classroom 


Continued from page 13 


tion that his mental and material contentment 
depended on his adherence to a strict moral code 
and to his belief in the Almighty. 

Juvenile delinquency, while everybody’s prob- 
lem in an especial way, is the concern of insur- 
ance, Misdirected youth in its most lamentable 
and most extreme form causes property destruc- 
tion, disability and death. These are within the 
province of insurance to prevent, or failing such, 
to evaluate the money loss caused thereby and 
pay as claims. Insurance cannot avoid acceptance 
of a responsibility in this vital area of our 
national life. Aside from the moral obligation 
which it shares with every citizen, insurance 
is dedicated to the principle of aid for all to a 
better way of life. This it does by agreeing to 
accept the financial burden of a variety of per- 
sonal and property losses. Every insured looks to 
his company for easier rates and expects to share 
in the benefit of every loss contributing force. 





American Equitable Assurance Company 
of New York 
Organized (918 

Globe & Republic Insurance Company 
of America 
Established (6462 

Merchants and Manufacturers Insurance 

Company of New York 

Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds, Inc. 


Juvenile delinquency is within this latter cate- 
gory. THE SPECTATOR to this end invites insur- 
ance to study the present educational system. In 
our opinion the old American tradition of citi- 
zens’ control of education has been discarded 
Education has been placed almost in its entirety 
in the hands of so-called experts with unsatis- 
factory results. 

When the butcher and the baker, the doctor 
and the clergyman, the farmer and the artisan 
were running the red school house and partici- 
pating in the responsibility for the conduct of 
the students, America grew strong and the 
family was a happy unit. McGuffey’s reader, 
with its precepts and lessons, was the founda- 
tion stone upon which was built our national 
solidarity and growth. 

Then came the specialist, the psychiatrist and 
the social planner. Then came the end of religion 
and McGuffey in the schools. Also came juvenile 
delinquency. The time seems opportune for indi- 
viduals with the aid of institutions such as in- 
surance, as Mr. Kring advises, to do their own 
thinking and leading and not leave education to 
impractical experts. By so doing, a new impetus 
will be given to those old practices which made 
America the envy of its fellows. 





Everybody wants Everything 
RIGHT NOW! 


7 


Nothing satisfies a policyowner like getting his 
benefit check QUICK when he’s been sick, hurt 
or disabled. That’s one reason why Mutual of 
Omaha has maintained its lead, year after year, 
as the largest exclusive health and accident com- 
pany in the world. Mutual of Omaha is famous 
for PROMPT PAYMENT OF BENEFITS . . 

through 110 local service offices in the United 
States, Canada, Alaska, Hawaii, Puerto Rico and 
the Canal Zone. Mutual of Omaha sent out more 
than 2,000 benefit checks every day in 1954... 
an average of more than $1,400,000 a week .. . 
75 million dollars for the year. A fine company 


to insure with . . . a fine company to sell for. 


MUTUAL BENEFIT HEALTH 
& ACCIDENT ASSOCIATION 


Home Office: OMAHA, NEBR. 


Canadian Head Office: 
TORONTO 
Vv. J. SKUTT, President 


MANAGER 
92 William Street, New York 38, N. Y. 
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1. Your most precious posses- 
sion is your ability to think for 
the benefit of others—to plan 
their success and make their plans 
a reality. 


2. Every person you meet has 
some kind of problem which can 
best be solved by the application 
of your time and knowledge. 


3. People always want the most 
they can get for their money. In 
insurance, they expect 
attention, recognition as individ- 
uals. They’re willing to pay for 
it. 


personal 


1. Give every man the same 
full measure of personal atten- 
tion and advice. 
altruistic about it. Either you are 
recognized in your community as 
a reliable insurance man or you’re 
not. 


There’s nothing 


5. Install an efficient record- 
keeping system and accounting 
procedure which permits 
significant paper to be filed where 
you can lay hands on it while a 
person is waiting. 


every 


6. Use your company’s sales 
leaflets for sales tracks. When 
delivering a contract, keep this 
thought uppermost: How can I 
improve this man’s protection? 


7. Make production and service 
synonymous. Don’t hit and run. 
Live with people. 


8. Your keystone of success is 
performance, not price. 


9. Principle, integrity, quality 
are always expe- 
diency. A mistake of the mind can 
be forgiven. A mistake of the 
heart, never. 


placed above 


10. Make your standards the 
standard of insurance protection 
in your community. These stand- 
ards are impeccable. 


ll. “Self-service, in insurance, 
is no service. For certain profes- 
sional services and counsel—and 
insurance is one of them—the 
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sales briefs... 


A LINE A DAY... 


By Mel Blackburn, C.P.C.U. 


buyer has every right to see the 
head Frank McDonough, 
Oswego, New York. 


man.” 


12. You don’t earn your living 
serving insurance companies, You 
earn it serving your friends and 
neighbors. 


13. When you start with price, 
people buy down the minimum re- 
quirements. When you start with 
quality protection, people buy up 
to what they need in any emer 
gency. 


14. We can meet the opportuni- 


ties of today’s and tomorrow's 
markets by putting quality ahead 


of price. 


15. To retain his existing ac- 
counts and to gain new ones, an 
enterprising agent will go into 


multiple-line package production 


at once. 


16. Now, just when camera and 


musical instrument dealers are 
bracing themselves in the tremen- 
dous back-to-school movement as 
well as an exceptionally busy 


Christmas, you have a new sales 


opportunity. It is—the Camera 
and Musical Instruments Dealers 


Floater. Broad coverage, low cost. 


17. When a man believes in 
what he is doing, has hope for his 
future, and has loved ones de- 
pendent on his continued success, 
he is a qualified Life insurance 
prospect. 

18. Although farmers have a 
high purchasing power and a real 
for family 
two out of every five own no Life 


need security, about 
insurance protection at all. The 
rural market is big, untapped. 


19. Show your prosperous far- 
mer-prospect how he can leave his 
entire farm intact—all his land, 
buildings, livestock, 
feed and crops—to his family in 


equipment, 
case of early death. 


20. “Strengthen position 


and protect your present business 


your 


against the infiltration of compe- 
tition. Let your public know that 
you know about Group Life in- 
surance for the business with ten 
to twenty-five employees.” John 


D. Parker, Jr., CLU, Hartford. 
Continued on page 78 
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Sales Briefs 


Continued from page 77 


21. “Working women, like men, 
buy. Life insurance to guarantee 
an income for a dependent child 
or an aging parent. Like men, they 
buy Endowment for short range 
goals, such as education of chil- 
dren, a trip to Europe, or pur- 
chase of a business. Like men, 
they have long range goals. They 





buy Retirement Income to supple- 
ment Social Security, a mate’s 
pension, a chance to live a little. 
Ask them.’’—Philip B. Putnam, 
San Francisco. 


22. “A working woman is flat- 
tered to be given the same kind 
of programming service ordina- 
rily reserved for her employer.” 
—George F. Stevens, New York. 


23. “There is definite and posi- 
tive interest in Major Medical 
Expense insurance for the em- 








READING, 





—EEEEaE— 
Not a thing to worry about, 
Dear. Your Hunters policy 
pays your accident bills! 


Well, lady, you could show a little sympathy for your suffering husband! Seriously, 
though, hundreds of agents feel that they do their sportsmen-clients a real favor when 
they see that every hunter is given a chance to buy a Hunter's TRIPMASTER policy. 
World-wide protection against hunting, travel and other accidents. Up to $50,000.00 
Accidental Death and Dismemberment; up to $5000.00 Accident Medical Expense. 
Under the combination Accident and Baggage plan, you may insure the hunter's 
baggage and shooting gear, in addition to providing personal accident insurance (ex- 
cept in N.J., Mass. and Texas where baggage protection is written in a separate iniand 


marine form), Tripmaster policies are written for any period from | day to 6 months 


We'll gladly give you the details about Hunter's TRIPMASTER 


American Casualty Company 


PENNSYLVANIA 











ployees of your Group insurance 
policyholders. They recognize the 
need for this protection, and if 
you do not supply that need, some- 
one else undoubtedly will.”—Cyril 
Cass, Hartford. 


24. Every family man dreads 
economic dependence on others— 
and the degradation of poverty in 
the eyes of his neighbors. 


25. A success formula: realistic 
aspirations, intelligent prospec- 
ting, and effectual use of time. 


26. “What is it you want for 
your children? Assurance of 
their welfare, no matter what hap- 
pens to you? An education in 
keeping with their ambitions and 
abilities? <A program 
which will teach them the virtues 
of thrift and independence? Life 
insurance can achieve these ends, 
and many others, with a degree of 
certainty which no other form of 
investment can equal.” 
Brewer, Hartford. 


financial 


James F. 


27. Never have so many people 
spent so much for so many gad- 
gets, accessories, optional choice 
equipment, outright luxuries. This 
is a “quality,” a “plus” market. 
Every other business is “upgrad- 
ing. 
well advised to join the trend. 


Insurance agents would be 


28. Employers are now 
their Christmas 


doing 
shopping.  Be- 
cause it is an idea imbued with a 
spirit of helping others to help 
themselves, an increasing number 
of employers are turning to in- 
sured Employee Benefit plans for 
an ideal solution to an otherwise 
perplexing problem. 


29. The question for a widow, 
a child, a retired couple—anytime 

is not what is this dollar worth? 
It is, do we have dollars? 


30. “Retrospective rating means 
taking a “‘second look.” It means 
determining what you should pay 
for your insurance after your 
policy has expired, not before it 
has begun. To thousands of me- 
dium and large insurance buyers 
it makes a lot of sense.’’—-George 


M. Lewis, Indianapolis. 


31. “The best sales aid for Ac- 
counts Receivable coverage is a 
specimen policy. Yours.”—Edwin 
F. Allen, Boston. 
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i.” fe have probably had im- 
pressed on you recently the 
radical thought that the business 
cycle, as we have known it, is no 
longer a potent factor in our eco- 
nomic living. Most everything in 
this world has been operating on 
some type of cycle these many 
years, and business and finance has 
been no exception. The usual pat- 
tern is a move from a stagnant 
period to one of gradual increasing 
tempo. Then a period of pros- 
perity, which frequently extends 
into the boom category, when ex- 
cesses develop, with the result that 
a downward contraction of busi- 
This pattern is fre- 
quently painful, as we become ex- 
hilarated in the glow of prosperity 
and then have a jolt when business 
slows and jobs become scarce. 
These transitions from “boom to 
bust” are particularly painful to 
most of us who depend on a job— 
or position if you will—for our in- 
come. To eliminate such violent 
moves would, of course, be in the 
interest of the vast majority. 

The theory that the 
cycle could be outmoded goes back 
to the last depression when govern- 
ments throughout the world learned 
that by manipulating the money 
supply the trend of the economy 
could be at least temporarily di- 
rected. Lord Keynes, the British 
economist, was largely responsible 
for the trend to managed money. 
One of his theories was to put 
money in the hands of those who 
would spend it. Following this 
theory a sizable inflation took hold 
in this country as the government 
pumped large sums of money into 
the economy, to slow down and 
then reverse the effects of the de- 
pression. 


ness ensues. 


business 


More Inflation 


Then the advent of war called for 
more inflation and the manipulation 
of the money supply became an im- 
portant government function. From 
this base various theories evolved 
as to just what a government could 
do by restraining or loosening credit 
at the proper time, like turning a 
spigot on and off. But even turn- 
ing a_ spigot 
tion, and government coordination 
is a basic necessity and not easy 


requires coordina- 


to achieve. 
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CGments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Is The Business Cycle Outmoded? 


Support was given to some of 
these theories when a mild reces 
sion started to develop in 1949. At 
that time the Truman Administra- 
tion promptly made money much 
plentiful, 
works and encouraged the use of 
proj- 


Soard 


more stimulated public 
funds in other government 
ects. The Federal Reserve 
cooperated by lowering reserve re- 
quirements and by purchasing of 
government securities in the mar 
ket, thus making money available 
to the economic stream. Lower re 
serves gave the banks more money 
to lend, as did the open market 
purchases by the Federal Reserve 
of government issues held by the 
banks. 
stopped and 
itself and improved conditions un- 
til 1958. 

In the latter part of 1953 the 
Administration saw 
developing, 


The slow down of business 


gradually reversed 


Eisenhower 
signs of a_ recession 
which in some places was at- 
tributed to the hard 
money theories of the new admin 
Whether or not this 


caused a slow down in business, 


80 called 
istration. 
when the 


the fact remains that 


Government issued a long term 


3) per cent bond—a_ radical 
change in Government financing 
the money market promptly tight- 


ened and most Government bonds 


went to a discount susiness proj- 
ects calling for the expenditure of 
large sums of money were given a 
second look and the implications 
were that if such a money policy 
was continued a serious slow down 
in business could 


activity come 


about. 


Government Control 


In any event, not long after- 
wards the Eisenhower Administra- 
tion loosened credit, reduced re 
serve requirements and the Fed 
discount rate, and 
promptly 


assurance of 


eral Reserve 


money rates receded. 


With the 


business 


ample 


money, once more be- 
came active and has continued so 
to the present time. The theory 
is that if the Government has been 
able to control within limits in- 
1949 


and 1953, it can control most any 


cipient recessions such as 
excessive action on the part of the 
economy 

There is no doubt that since the 
great depression there have been 
factors introduced into the economy 
that lend a certain amount of sta- 
bility and will of themselves 


cushion any decline similar to 
those recessions of the past. One 
of those factors is Unemployment 


Continued on page 80 
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Insurance, which at least pays out 
some income each week for twenty- 
six weeks. Another is Social Se- 
curity and pension which 
combined make it possible for 
many people to quit work at sixty- 
five, whereas in the past this might 
have been impossible. 


plans 


Guaranteed Wage 


Then there is the trend towards 
the so-called guaranteed annual 
wage, which so far is nothing more 
than supplemental payments to 
income during slack 
All these plans, however, 
which are automatic, give people 
money to spend during a_ time 
when under old conditions they 
would not have had it. It is the 
use of this money in the hands of 
those who will spend it that could 


bolster 
periods. 


maintain purchasing power with- 
in limits, where little purchasing 
power existed in the past. 

All such theories regarding a 
factor as potent as the business 
cycle must be carefully approached. 
It is easy to theorize as to just 
what will happen if money rates 
are made easy and if people are 
given money to spend even when 
not employed, but theories do not 
always get business to spend 
money, even though it is cheap, or 
get the public to spend money 
when there is fear that the future 
may not be too good. This all gets 
down to a question of confidence 
and although confidence is high at 
present, and will be high in any 
prosperous period, it has a _ bad 
habit of disappearing when the 
future becomes clouded. 

Money of itself isn’t going to 
stop a recession that is gathering 
momentum, although it may retard 
that momentum. The volume of 
money isn’t as important as the 
use of that money. If this use, or 
turnover as it is called, can he 


maintained at a high level then it 
is likely that a recession would be 
of short duration and a new up- 
swing get under way. It is a little 
too early, however, to make dog- 
matic assumptions, as the experi- 
ence of money managers is limited 
and confined to periods that were 
artificial to an extent. For the 
past twenty years, war or threat of 
war, has created heavy armament 
expenditures and given the Money 
Managers an effective stimulating 
inject new 


source in which to 


money. 


Future Recessions 


As investors we should give 
thought to the possibility that 
future may be more 
mild than in the past and also that 
future booms might possibly be 
checked damage is done 
through excessive speculation on 
the future. If these two extremes 
can be controlled, the investment 
climate much more 
healthy and long range plans have 


recessions 


before 


would be 





As you know, a “chain is as 
strong as...” and American 
United Life's sound growth is due 
to its all around alert attitude! 
Salesminded, progressive and 
competitive in every department; 
actuarial, underwriting, policy 
service and issue, investment, claims 
and accounting financially 
sound and stable . . . managed by 
practical life insurance men... 
there you have the makings of 
success in a big way. 


Foundation for 


SECURITY 


Ina building ti 
Pioneers in “rated” business; important Qe irchitectural line 
in the field of reinsurance; respected for its 
character and integrity; represented by men 
of high caliber; it is small wonder that 
American United Life is “going to town” by 
concentrating on business that makes money 
for its policyholders, its representatives 

and the company. 


In life insurance 
modern method, efhi 


continuing close | 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 


AMERICAN UNITED LIFE INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


Assets over $118 million 
Insurance in force over $600 million 
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a much better chance of coming to 
fruition. This in itself would add 
confidence to the whole economy. 


Securities Selling High 


Today many securities are sell- 
ing at prices that reflect the present 
outlook and the outlook for a rea- 
sonable time to come. If it were 
not for future possibilities of 
atomic energy and _ electronics 
General Electric as an example, 
could be considered in a dangerous 
price area—at least past records 
indicate it. Selling at twenty times 
earnings and returning a little over 
3 per cent, future earning hori- 
zons must expand. If the present 
high confidence in the future ma 
terializes then General Electric 
will continue to move ahead, as will 
other good quality issues. They re- 
flect the progress of the country. 
If, following this thought, the 
business cycle can be reasonably 
controlled so that no speculative 
boom develops, the prosperity of 
the nation could continue for an 
unpredictable time. Such a trend 
would warrant gradually higher 
prices even for stocks which today 
are fairly well valued, while stocks 
that have failed to benefit from 
some of the new development 
should gradually reflect the more 
definite outlook. 


Better Business World 


It would not be advisable, how 
ever, even with such a_ bright 
future, for investors to assume 
that the business cycle can be con- 
trolled. Like all cycles, it has 
within it some of the unpredictable 
qualities of nature. As a matte) 
of fact, the business cycle ac- 
curately reflects human nature, so 
unless you believe human nature 
has changed noticeably, you better 
not count on the complete demise 
of the business cycle. Like all 
human actions and reactions, we 
can learn to control them within 
limits and to be able to do that 
with the business cycle would be an 
accomplishment. We may have a 
better business world ahead of us, 
but not a perfect one. Greed and 
excessive optimism still can over 
reach, while fear and distrust can 
paralyze intelligent action. 
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SELL HARDER! 





Rate Changes, 
Coverage Improvements and New Policies 


A most important demonstration of foresight by the in- 
surance industry in the interest of individuals and the 
business world is that of anticipating the changing insur- 
ance needs with improved coverages and new policies to 
protect against new hazards 


To the alert insurance agent, the issuance by the 
companies he repres¢ nts, of rate ¢ hanges, broadened pro 
tection or new poli Ics, provide 3 another excellent Oppo 
tunity for him to demonstrate to his clients the value of 
his expert iMsurance knowledge and per onal service It 
will pay well to follow closely such developments in the 
industry and to make them the occasion for px rsonal con 
tacts and presentations to chents and prospects where- 
ever they have advantageous application 


Don't forget, one of the principal selling points of 
the local agency is pe rsonal service. Be prompt in offer- 
ing the improvements and new policies when they become 
available, to forestall competition. 


The field representatives of the Commercial 
Commercial Union Union - Ocean Group will be found well pre 
Assurance Co. Ltd pared and eager to help agents obtain a full 
The Ocean Accident & ne clear ws =— ¢ we wny por ' 
. linge i well a i new peolict 
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American Central 
Insurance Company 
The British General 
Insurance Co. Ltd 
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The California 
Insurance Company 


Columbia Casualty 


Company 
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new england... 


Table of Excuses 

To save time for management 
and yourself, please give your ex 
cuses by number. This list covers 
most situations: 

1—-That’s the way we've always 
done it; 2—-I didn’t know you were 
in a hurry for it; 3—That’s not in 
my department; 4—-No one told 
me to go ahead; 5—I’m waiting 
for an OK; 6—How did I know 
this was different; 7—That’s his 
job; not mine; 8—Wait’ll the boss 
comes back and ask him; 9—I for 
got; 10——I didn’t think it was that 
important; 11—I’m so busy I just 
can’t get to it; 12—I thought I told 
you; 13——I wasn’t hired to do that; 
14——We’re working on it; 15—We 
have a lot of work ahead of it. 


Guess Who's Talking 


“Life insurance companies that 
operate under the mutual plan aim 
to provide insurance protection to 
policyholders at cost in the long 
run; and such cost depends upon 
the company’s future operating 
experience... . When a company’s 
experience is better than that pro- 
vided for in the gross premium, 
then distributable 
‘gains,’ which accrue to the bene- 
fit of the policyholders and which 
can be paid back to them in the 


there are 


form of ‘dividends,’ or perhaps a 


82 


more accurate description would 
be ‘premium refunds.’ The amount 
of these refunds depends upon the 
company’s operating results. ... 


A Little Imagination 


“It therefore takes little imagi- 
nation to understand that the com- 
pany which will show the lowest 
cost over the years to come will be 
a company which is competently 
operated, with proper regard for 
the manner in which the policy- 
holders’ funds are expended in 
operating expenses; a company 
that provides exceptional skill and 
competence in the pricing and se- 
lection of risks; and, finally, a 
company with a strong surplus 
and an investment operation that 
combines the greatest interest 


INSURANCE 
ComPauy 


Where's your courage? Just walk right 
in there and ask him if he'll give me a 
better territory. 


earnings with proper standards of 
safety.... 


Insurance Buyer 


“Anyone who buys life insur- 
ance today on the sole basis of 
illustrations that show high divi- 
dend rates paid presently or in the 
past, is somewhat in the same 
position as an individual who buys 
the particular stocks that went up 
most in the market during recent 
years, or which happen to be pay- 
ing the highest dividends at the 
present time. Such stocks may pos- 
sibly be the ones that also do best 
in the long term future. But the 
expert investor looks not only at 
the present and past dividend 
rates, but also at the management, 
the financial position, and the like- 
lihood of outstanding future per- 
formance and earnings... .” 

Who spoke those words? They 
were not uttered by an advocate 
of guaranteed cost insurance, but 
by the president of one of the na- 
tion’s foremost mutual companies. 
They were transcribed on records 
to be heard by the company’s 
agents throughout North America. 


Pde 


“Where is the real competition? 
The competition that should dis- 
turb insurance people most is not 
coming from within the indus- 
try, but from without. Our real 
competition consists of material 
things that have been made more 
alluring than such principles as 
security, safety, savings, prudent 
investment and protection of prop- 
erty. 


Gimmick Salesman 


“The hottest competitor the in- 
surance agent is encountering is 
not a rival agent. He is the gim- 
mick salesman, the gadget vendor 
and the hawker of a _ hundred 
non-essentials. Apparently, it has 
become the duty of the insurance 
man to restore misplaced values, 
to replace improvidence with se- 
curity, and to revive the principles 
of foresight, discretion and thrift. 
These are the principles that made 
North America great. Nothing can 
take their place—not even bounty 
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by legislation.” —Esmond Ewing, 
Vice President, The Travelers. 


Today's Selling Lesson 

Two salesmen were discussing 
prospecting techniques. The one 
who was seemingly more success- 
ful (he always picked up the bar 
tab) was analyzing the other's 
problems. 

“Well, now, are you using the 
Wouldja Card?” 

"ton." 

“How many prospects?” 

“One out of fifty. How do you 
make out?” 

“Oh, I gave that up months ago 
I get fifteen out of fifty with the 
Brown Paper Deal.” 

At some peril, and no small per- 
sonal expense, your correspondent 
made it a threesome. The follow- 
ing intelligence is passed to you, 
absolutely free. 


“Wouldja Card" 


(1) His new friends sell auto 
mobiles. (2) The “Wouldja Card’”’ 
is a printed form tucked under 
windshield wipers of parked cars: 
“Would you take ..... dollars for 
your car? See So-and-So for a 
highly attractive trade-in, and so 
forth.” (3) The “Brown Paper 
Deal” is a careless scrap of 
butcher-type paper (carefully pre- 
torn, pre-crumpled, and pre-writ- 
ten) which is also tucked under 
windshield wipers of parked cars. 
The value of the car is filled in 
with the same color ink as the 
message. It goes somewhat as fol- 
lows: “We have a_ prospective 
buyer for this particular model. 
Under these circumstances we are 
in a position to make an extremely 
generous offer for your car. Please 
see me right away, and so forth.” 

Moral: The persona! touch sells 
automobiles, one of the most de- 
sirable, most tangible products in 
the market. What sells insurance? 
You know it does. 


? 


Flood Insurance 

Who’s kidding? Those who need 
coverage most wouldn’t buy it any 
way. But, that’s true of any dis- 
aster. It makes a nice political 
football, though, and this is the 
football season, isn’t it? 
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Greek Water Jar Courtesy of the 
— 450 B.C. Metropolitan Museum of Art 


For an artist the creation of a work of fine art 
is a “labor of love’ .. . At Berkshire 
Mutual the fine art of doing business is 
similarly expressed through the sense of 
personal satisfaction experienced by Agents 
dealing with a company vitally concerned 
with their interests, 


FIRE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS — a 
SERVING THROUGH LOCAL AGENTS SINCE 1895 
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These six points help Home Life agents post consistently 





high scores in the new-business league: 
@ All-markets coverage @ Productive sales aids 


@ Liberal commission schedules @ Distinctive package plans 


@ Modern training program @ Sales-minded management 


Clientele good will carefully cultivated during well over 
a half-century of superior service adds an important 
Home Life agent's 
career advantages. 
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Standby Firemen 


Continued from page 25 


are collected, compiled and filed 
with the 
with a 


authorities 
furnished to 
each participating company. 
Generally 


supervisory 
copy thereof 
speaking, under the 
statutes, NAII can do everything 
that a 
cept 


rating bureau can do ex- 


actually to make and file 


In short, by collecting and 
furnishing loss and expense sta- 
tistics and by giving advice and 
recommendations, it can and does 
independent 
their own rate making.” 


rates. 


assist insurers in 


Public Relations a Function 


Another function of the NAII 
“One of the 
most important duties of this As- 
Mr. Grinstead told the 
meeting in Denver, “is to tell the 


is public relations. 


sociation,” 




















20 year plan. 


For further information 


Name 
Address 


City & State 


84 WILLIAM STREET 


as Much Protection 


Just imagine a $5,000 Preferred Whole Life Policy 
which provides $20,000 of protection by use of a 
$15,000 convertible, non reducing Multiple Protection 
Rider. This contract has a low guaranteed premium and 
a very low net cost. It has high cash values. We call 
it Quadruple Protection. May be issued Substandard. 


Quadruple Protection may be issued on a 10, 15 or 
write 
General Agency or to The Agency Department S.P. 


Rush me information on your Quadruple Protection Plan. 


THE UNITED STATES LIFE INSURANCE COMPANY 


IMAGINE ! 


TIMES 


your nearest U.S. Life 


NEW YORK 38, N. Y. 











general public what an insurance 
Ours is a 
well 
know that time and again we pay 


and does. 


self-righteous 


company is 
industry; we 


losses not technically covered un- 
der the contract because payment 
We 
way in 
We 
perhaps 


and just. 
half 
adjusting questionable losses. 


seems to be fair 


often go more than 


pay losses on contracts 
than five de- 
pending solely upon the word of 
the agent and of the insured that 
a contract actually 
The 


insurance 


no older minutes, 


Was agreed 


upon. general level of honor 
in the industry is as 
high as that found in any line of 
work. 
The question is, does the public 
know all this? And 
doing to give it our story‘ 

NAII’s this 


wide problem has been to serve as 


business or professional 


what are we 


> 


part in industry- 
the voice of the independent com- 
the 
government, 


pany before public, before 
the 
the 


ers, 


federal]! before 
State 
and 


dustry. 


Insurance Commission- 
the 


Association 


insurance in- 
has 


before 
The 
testimony 


pre- 
sented and 


written 


prepared 


protests against state 
proposals for compulsory automo- 


bile 
ment 


judg- 
negli- 


insurance, unsatisfied 


funds, comparative 
gence, mandatory uniform rating, 
increased premium and fire mar- 
shal taxes, and in a host of other 
comparable measures 


Interested in Traffic Safety 


In another field of public rela- 
tions, NAII has taken an 
in traffic safety problems. Accord- 
ing to the booklet, NAII sees there 


“é“ 


interest 


a tremendous challenge and a 
great opportunity to us to make a 
worthwhile the 


public welfare. Despite the many 


contribution to 


agencies that are concerned with 
the dissipation of life 
and limb on street and highway, 
the country has not been made to 


reckless 


face up to the real remedies.” 
At the NAII meeting, 
Harry Pontius of Nationwide 
(formerly 
nies showed that traffic safety ac- 
tivity has not been futile. For in- 
stance, he explained, if in 1954 
traffic million miles 
had the 
that prevailed in 1935, there would 


Denver 


Farm Bureau) Compa- 


deaths per 


occurred at same rate 
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have been last year 90,000 deaths 
rather than the 36,000 that were 
actually recorded. At the 1935 
rate, auto injuries in 1954 would 
have been 3,151,000 
1,290,000. In 


instead of 
words, the 
death rate per 100 million miles 


other 


of travel has been reduced from 
15.9 in 1935 to 6.4 in 1954. 

Also in Denver, A. E. Spottke of 
Allstate told the NAII members 
that there is a need to assemble 
in one place the story of what is 
being attempted in traffic safety 
and to analyze what should be 
done. He described recent activi 
NAII companies 
and the work of NAII representa- 
tives on the joint committee of 


ties of several 


insurance and the motor car in- 
dustry that is evaluating the vari- 
ous safety organizations. 


Defends Independence 


But the main emphasis in NAII 
is still what it was ten years ago 

the vigorous defense of insur 
ance independence. As President 
Grinstead said in Denver, “The 
truly the 
last frontier of rugged individual 
ism. Insurance 


insurance industry is 
companies have 
developed largely in accordance 
with their own ideas, without as 
a rule considering the effect upon 
others in the industry. With the 
coming of Public Law 15, all of 
this changed almost overnight. It 
was clearly the intention of the 
Federal Government to get con 
trol of insurance companies if the 
didn’t, and this threat 
goaded the states into action.” 


states 


The immediate danger then 
and NAII considers it still a prob 
lem—-was that the flood of state 
laws might wipe out entirely the 
opportunity for independent ac- 
tivity in insurance. 


Considers Competition Vital 


“Competition is vital to the 
continued regulation of the in 
industry at the state 


level. It is the only truly effective 


Surance 


regulator of insurance rates and 
practices. If the many influence 
working to put a damper on com 
petition went unchecked it would 
only be a matter of time until 

large segment of the insurance 


October 1955 


business would gravitate to its 
old system of regimentation and 
compact. Then the very condi- 
tion warned against in the en- 
actment of Public Law 15 would 
have come to pass, and the argu- 
federal 


ment for supervision 


would find renewed support.” 


Regulated Industry 


In this 
competition in a regulated indus 


struggle to maintain 


WANTED: 


More 
Top-Notch 


try, “NAII is needed as a ‘stand- 
by fireman’ to see that the big 
issue is not lost by default, in 
inertia. We are,” 
booklet ex- 
vigilantes, 


attention and 
the Association’s 
plains, “in a 
alerted to any suggestion that de 


sense, 


liberately or accidentally would 


deprive the public of its right 
and opportunity to shop for its 
insurance in a truly competitive 


market.” 


For complete MULTIPLE- 
LINE facilities, write our 


home or field office today. 


nix 


ORD Group The Phoenix Ins. Co 


The Connecticut Fire Ins. Co 


Equitable Fire & Marine Ins. Co 


3210 Woodland St. 


Hartford 15, Conn 


Minneapolis Pire & Marine Ins. Co 


Reliance las. Co, of Canada 





HOW TO GET 
THE MOST FROM YOUR 
FIRE INSURANCE 


Available, merely for the 
asking are 7 beautifully 
descriptive booklets ex- 
plaining how a Public 
Insurance Adjuster can 
help you in the event of 
a fire loss or other catas- 
trophy. No obligation. 
Ask for them TODAY! 


CHECK THOSE YOU WANT: 
[) A Valuable Member of Your 
Community 
So YouThink Y ou're Covered 


How To Insure Your Pire 
Insurance 


How To Avoid Lost Dollars 
Ajter the Pire 


The Profession of Public In- 


surance Adjusters 


Questions and Answers 
Facts You Should Knou 


| 8 Reasons You Should Know 
the Public Insurance Adjuster 


SEND LIST TO: 


NATIONAL ASSOCIATION 


PUBLIC INSURANCE ADJUSTERS 
1613 Munsey Building 
Baltimore, Md. 


SP.10.55 





Ohio Legislation 
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down to defeat—this one with 
cheers from the insurance indus- 
try, however—was the so-called 
CUNA bill which would have per- 
mitted credit unions to give life in- 
surance to depositors in an amount 
matching their savings with a top 
limit of $1,000. 

Opponents called this “a gim- 
mick” designed to promote savings 
in credit unions and hauled out 
statistics showing their savings 
already were growing by leaps and 
bounds and indicated no need of 
any such encouragement. 

The CUNA bill (deriving its 
name from Credit Union National 
Association) was introduced by 
Rep. Robert Taft, son of the late 
U. S. Senator Taft, and had the 
support of some of the biggest, 
wealthiest, and most influential 
credit unions in the state. 


House Support 


It zoomed through the House on 
a 91 to 30 vote, and supporters 
claimed sufficient votes to see it 
through the Senate. It never got 
out of the Senate Insurance Com- 
mittee, however, but the credit 
union forces have announced they 
will be back stronger than ever in 
1957. 

Among the 11 measures besides 
multiple line which were enacted 
into law in the 101st session were 
two bills revamping the laws un- 
der which Ohio insurance com- 
panies are permitted to invest 
their funds. 

They were: House Bill 508, cov- 
ering life insurance companies, 
and Senate Bill 386, dealing with 
fire and casualty. 

House Bill 508 was heralded as 
a desirable piece of legislation 
because it authorized domestic life 
companies to invest funds by con- 
structing buildings and leasing 
them back to corporations under 
the laws of the United States. 

But it restricted such invest- 
ments to 10 per cent of a com- 
pany’s admitted assets. It also 
placed another restriction of 5 per 


cent of assets on the amount a 
company may expend on its home 
office site. 

It did, however, authorize sev- 
eral other new types of invest- 
ments for Ohio life companies, 
such as: bonds of publicly-owned 
gas companies; bonds of Canadian 
cities; bonds of states, and guar- 
anteed loans to veterans. 


Companies Investments 


Senate Bill 386, dealing with in- 
vestments of domestic insurance 
companies other than life, broad- 
ens the scope of investments to 
include: federal, state and local 
subdivision bonds as well as bonds 
of school districts, water districts 
and road districts. Bonds of Cana- 
dian cities and the District of 
Columbia also are included. 

Under its provisions, an Ohio 
insurance company may for the 
first time invest in toll road bonds. 

But while Senate Bill 386 opens 
up new fields, it also clamps on 
new limits, some held even more 
severe than those applied to life 
companies. It stipulates that an 
Ohio insurance company may not 
own “directly or indirectly” more 
than 25 per cent of the securities 
of any particular corporation. It 
also limits these investments to 5 
per cent of the company’s admit- 
ted assets. (There were no limits 
previously.) 

These limits, however, do not 
apply to investments already in 
force as of Sept. 30, 1955, the effec- 
tive date of Senate Bill 386. 


New A & H Rules 


The 10lst General Assembly 
also imposed numerous new regu- 
lations on accident and health in- 
surance in a 13-page bundle of 
legislation known as House Bill 
881. 

Besides granting wide, new rule- 
making powers to the superinten- 
dent, the accident and health mea- 
sure also reduced from three to 
two years the incontestable clause 

the period in which a company 
may contest a policy on grounds of 
misstatement. 

It stipulated, too, that no chronic 
condition could be excluded from 
a policy except by name or specific 
description. 
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A company is prohibited from 
cancelling a policy although it may 
refuse to renew it on its anniver- 
sary date. At the same time, the 
policy must state that the insured 
may cancel any time. 

False statements in applications 
cannot be used in evidence unless 
it is proved that they were made 
wilfully. 

Another measure, Senate Bill 
295, exempted unsatisfied judg- 
ment and accident coverages sup- 
plemental to motor vehicle liabil- 
ity insurance from the sick and 
accident policy provisions of Ohio 
insurance laws. 

Still another (Senate Bill 385) 
defines a long list of “unfair and 
deceptive acts and practices in the 
business of insurance,” and grants 


the superintendent power, after 


hearings, to suspend and revoke 
licenses of companies or individ 
uals. These apply mostly to adver- 
tising. 


Additional Measures 


Other insurance measures en- 
acted include: 

Senate Bill 99 Authorizing 
boards of education to purchase 
liability insurance for officers and 
employees, especially for driver 
training cars. 

Senate Bill 112—-Any soliciting 
insurer, not authorized to do busi- 
ness in the state, automatically 
names the superintendent of in 
surance as his agent for service 
of process. The act also spells out 
procedures for filing answers and 
other pleadings. 

Senate Bill 417—Requires mu 
tual companies starting in fidelity 
and surety business to have and 
maintain a surplus of $250,000. 

Senate Bill 284—Increases fees 
paid to superintendent of insur 
ance from .01¢ to 1¢ by Hospital 
Service Associations for each con 
tract issued. 

Senate Bill 290-—Requires coun 
tersignature by a local agent on 
all insurance policies, other than 
life. 

Senate Bill 365—Provides that 
the superintendent of insurance, 
after notice and hearing, may re- 
voke license of insurer or agent 
for using disapproved forms. 
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This is the seventh of 4 series of advertivements 
ont Kansas City--and Kansas City Life 


It’s Royal Week in Kansas City 


It’s “Royal Week” in the Heart of America! It’s the week when Kansas 
City pays tribute to the great livestock industry with the most colorful 
and traditional livestock exposition of ‘em all—the American Royal! 


Community leaders become cowboys for a week. The emblem of the 
famous Saddle and Sirloin Club is everywhere—and its members extend 
the friendly greeting that is typical of a growing area’s progressive spirit 


. . . . 


Visitors to Kansas City during Royal Week find something “special” 
here—something fine—a special brand of friendliness 


And the spirit of this friendly cosmopolitan city is reflected by the more 
than 2,000 men and women who represent Kansas City Life Insurance 
Company in 39 states and the District of Columbia. It has won them 
the respect of their neighbors and success in business as insurance 
counselors Ise 
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MILES M. DAWSON & SON, INC. 


Consulting Actuaries 
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Consulting Actuaries 
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Consulting Actuaries 


Continued from page 26 


aries, including those engaged in 
public practice, no special atten- 
tion was paid to the problems pe- 
culiar to the consulting actuary. 
It was natural, therefore, that the 
Conference should come into be- 
ing to undertake fulfillment of 
the great need of advancing the 
field of actuarial public practice 
and to regulate conduct in this 
rapidly increasing segment of the 
actuarial profession. 

It was fully agreed at the out- 
set that there should be no con- 
flict with the objectives of other 
actuarial bodies, but rather that 
the objective of the Conference 
should be to expand and elevate 
the field of actuarial public prac- 
tice in full cooperation with other 
actuarial organizations. 


Types of Actuaries 


There is no appreciable distinc- 
tion that can be drawn between 
the basic technical qualifications 
required of the consulting actuary 
and those required of the com- 
pany actuary or the actuary of 
an insurance department. Each 
deals with the same basic prob- 
lems and employs the same actu- 
arial functions in the performance 
of his duties. 

Major differences exist, how- 
ever, in their respective field for 
the practical application of tech- 
nique and the qualifications re- 
quired of the consulting actuary 
cover different fields from those 
required of the salaried actuary. 
In general the consulting actuary 
operates in a broader field than 
the company actuary. The com- 
pany primarily con- 
cerned with the problems affect- 
ing his own company, while the 
consulting actuary must cover a 
wide range of subjects. For ex- 
ample, the consulting actuary may 
be confronted with problems re- 
lating to ordinary, industrial, and 
fraternal life insurance, accident 
and health, automobile and other 


actuarv is 
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forms of casualty insurance, pub- 
lic employee retirement plans, and 
all types of health and welfare 
plans in industry. In addition, he 
is the proprietor of a private busi- 
ness which involves many practi- 
cal problems which are absent 
from the duties of the company 
actuary. 


Varied Responsibilities 


Jecause of the many and varied 
responsibilities of the actuary in 
public practice, he cannot be con- 
sidered as fully qualified without 
a substantial amount of practical 
experience. This was regarded as 
a primary consideration in estab- 
lishing qualifications for member- 
ship in the Conference. Two clas- 
sifications of membership were 
established; namely, members and 
associates. In order to qualify as 
a member the candidate must, at 
the date of qualification, be ac- 
tively engaged in public practice 
in a proprietary capacity, and 
must have had not less than 15 
years of actuarial experience, not 
less than five years of which were 
in public practice. In order to 
qualify as an associate, the can- 
didate must have had not less 
than five years of actuarial expe- 
rience, not necessarily in the field 
of public practice. 

Since the organization was 
founded primarily for the benefit 
of actuaries actually engaged in 
public practice, the right to vote 
in any meeting or to hold office as 
an officer or director is restricted 
to members of the Conference. 
Associates are free to participate 
in all meetings and all other privi- 
leges of conference membership. 

The establishing of the Con- 
ference presented a number of 
difficult problems to the organi- 
zers. There was the question of 
whether membership should he 
restricted only to actuaries in 
public practice, or if it should 
be open to all members of the 
actuarial profession. Since the 
organization was to be nationwide 
in scope, with a widely scattered 
membership, there was the prob- 
lem of creating and sustaining 
sufficient interest in the Confer- 
ence to justify its existence. 


The organization of the Confer- 
ence also presented a challenge 
for the future. Could an organi- 
zation be developed which would 
effectively represent all actuaries 
in public practice, and be recog- 
nized as speaking for this group? 
Could the 
Conference be 


effectiveness of the 
developed to a 
point where it would be recog- 
nized by insurance companies, fi- 
nancial institutions, educational 
institutions, and employers and 
labor organizations, as present- 
ing a standard of performance in 
the field of public practice? Could 
proper standards of conduct in 
the profession be established and 
effectively regulated by the Con- 
ference for all its members and 
for public practicing actuaries 
generally? 

The effectiveness and value of 
the Conference may be measured 
by its accomplishments. Member- 
ship has increased substantially 
each year, although there has 
been no active campaign of so- 
licitation for new members. There 
are now 145 persons on the roster, 
63 of whom are members, and 82 
associates, representing a _ sub- 
stantial majority of all the recog- 
nized consulting actuarial firms 
throughout the United States. 

The membership is widely dis- 
tributed, with 30 states, the Dis- 
trict of Columbia, and Cuba rep- 
resented. Four Illinois, 
New York, California and Texas, 
each have ten or more members. 


states, 


Annual Meetings 


Meetings have been held an- 
nually at which numerous papers 
have been presented on topics of 
interest to the membership, to- 
gether with informal discussion 
in which all present may partici- 
pate. Attendance at the meet- 
ings has been high and partici- 
pation in the submission of for- 
mal papers and general discussion 
has continued at a very high level. 

A record of each meeting, in- 
cluding the formal 
sented, written discussion of 


papers pre- 


these papers, and excerpts from 
the informal discussions are pub- 
lished annually in the publication 
of the Conference known as the 
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“Proceedings.” This publication 
is not only available to members, 
but has also been distributed to 
a substantial number of life and 
casualty insurance companies 
who are interested in the work 
of the Conference, as well as to 
a number of libraries, universi- 
ties, and state insurance depart- 
ments. 

Some of the most important 
work of the Conference is carried 
on by its standing committees. 
The Executive Committee, which 
consists of the officers, takes care 
of all administrative work of the 
Conference, processes all appli- 
cations for membership, and han- 
dles all correspondence. In addi- 
tion the Executive Committee 
makes all arrangements for the 
annual meeting and works with 
the editor and the editorial com- 
mittee in the publication of the 


4 , 
“Proceedings.” 


Professional Ethics 

One of the most important com- 
mittees is the committee on pro- 
fessional ethics. This committee 
is charged with the responsibility 
of exploring the possibility of es- 
tablishing both a code of profes- 
sional conduct and standards for 
qualifications, and to consider any 
grievances which may be called 
to its attention for possible dis- 
ciplinary action. 

The committee on mortality has 
been quite active in the field of 
statistical studies of mortality in 
the pension field. Undoubtedly 
many valuable developments will 
be recorded from the work of this 
committee. 

The Conference also has a 
standing Legislative Committee 
whose duties are to consider any 
legislation proposed which may 
affect the actuarial profession in 
the conduct of its business. 

In looking back over the record, 
the Conference can be proud of 
its growth and its accomplish- 
ments up to this time. It is fully 
realized, however, that the work 
has just begun. The future work 
of the Conference will require 
sustained and unremitting effort 
on the part of its members, if the 


Bi 
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principles and objectives of tae The next annual meeting of the 
Conference are to be realized. Conference will be held at the 
Morrison Hotel in Caicago on Oc- 

Comes of Age tober 14 and 15, 1955, at which 

At this point we can justifiably meeting a substantial number of 
say that the Conference has come papers of unusual interest will be 
of age, and feel confident that its presented, together with informal 
influence and accomplishments in discussion on a number of topics. 
the future will cause this organi [he meetings are open to anyone 
zation to have ever increasing interested in the actuarial pro 
stature for the profession in the fession regardless of membership 


service of the publi status. 


WHEN YOU SELL 
THE MODERN 
PEERLESS WAY 


Peerless Agents do a more efficient selling job, 
bec ause they use Peerless’ modern, eflec tive 
selling tools...the “ORGANIZER” (for the sale 
of Fire, Casualty and Bonding protection) and 
“SIMPLIFIER” (for the sale of Fidelity and 
Surety Bonds)...to sell clients and prospects 
more complete insurance and surety bond cover 
ages. Nothing is left to chance or memory in 
these up-to date selling aids that help agents sell 
more, earn more. Write for details on how 
these Peerless Sales Tools can be put to work 
for you! 


é ¥ 
ost “ORGANIZERS* | 
e- 


4" 


PEERLESS — 


(4 Ny Q Cunf 


KEENE, NEW HAMPSHIRE 








Building for the future 


Throughout Life of Georgia’s territory, mod- 
ern district office buildings are rapidly re- 
placing older facilities. The new buildings are 
designed on a standard plan for efficiency, 
comfort, and convenience. They are com- 
pletely air-conditioned. Fifty such buildings 
are in use. Six others will be completed early 
in 1956, 
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SOSH HT SHEERS ESO*M OE BEOS . 


/ Excuse us, Mr. Agent! 


Do You HAVE TEC in Your [ECHNiqueE? 





WI KNOW that you r a highly successful sale rbd of the property lines, But doe Your Sales 
presentation melude thre very HMiportant Pirne Klement Coverage ’When disaster strike i business 
Fire Insurance and Extended Coverage will help rebuild it. . . but only TREC can keep it gong 


during thus time, 


TEC line S suc h as Busine ; [rite rruptton ie nits 
Sa eeeeiemenll 


protection of almost every busine ind institution And 


with thie help your Pravelers kield Man ts rea 


THE TRAVELERS FIRE INSURANCE COMPANY - HARTFORD 15, CONNECTICUT 





LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


ASSETS 


A 


79,012,592.90 


Tetal admitted Assets 


, 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


JUNE 30, 1955 
LIABILITIES 


ASSETS 


JUNE 30 


1955 


Capital 


LIABILITIES 


15,000,000.00 
80,878,547.56 


Net Surplus 


1,000,000.00 


Capital 
b Net Surplus 
Total admitted Assets $14,968,974.57 Total 4 


SURPLUS TO POLICYHOLDERS $6,818,003.14 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


JUNE 30, 1955 
LIABILITIES 


ASSETS 


Capitol 
Net Surplus 


Tetal edmittod Assets $41,307,391.32 Tetel 
SURPLUS TO POLICYHOLDERS $20,166,794.95 
‘ r e e de 


5,8186,003.14 


968,974.57 


3,000,000.00 
17,166,794.95 


$41,307,391.32 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


JUNE 30, 1955 
LIABILITIES 


ASSETS 


Capital 
A 4 Net Surplus 
odmitted Assets $52,977,574.38 Total 
SURPLUS TO POLICYHOLDERS $16,207,271.64 


Total 


10 


2,000 000.00 
14,207,271 84 


$52,977,574.38 


$179,012,592.90 


Tetel 


SURPLUS TO POLICYHOLDERS $95,878,547.56 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


JUNE 30, 1955 
AtABILITIES 


ASSETS 


Capital 
4 Net Surplus 
Totel admitted Assets $15,842,216.68 Total 


SURPLUS TO POLICYHOLDERS $7,934,710.80 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


JUNE 30, 1955 


ASSETS LIABILITIES 


Capitol 


Net Surplus 


904 58 
sO4 é 
Tetel admitted Assets $454,279.25 Total 


SURPLUS TO POLICYHOLDERS $450,415.93 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


JUNE 30, 1955 
LIABILITIES 


ASSETS 


Capital 
A Net Surplus 
Total admitied Assets $61,951, 477.15 Total 
SURPLUS TO POLICYHOLDERS $17,776,037 87 
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HOME OFFICE 


PARK PLACE 


NEWARK 1, NEW JERSEY 





